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VOICE of the TRADE 


THE National City Bank of New 
York, in its August letter, says: 

“No one would claim that a long 
period of industrial peace is in 
sight, but it is plain that there will 
be less trouble in the near future 
than in the recent past. Relieved of 
this unsettlement, business men who 
have suffered from it can go ahead 
with their work. They can 


their costs, which are the basis of all 
planning, with greater assurance. 
Where plant efficiency has been re- 
duced, they can tackle the job of 
restoring it. Naturally, confidence 
is strengthened, and if team-work 
and cooperation can be re-estab- 
lished to maintain the productive 
efficiency and check the up-trend in 
industrial costs, one of the real 
anxieties in the situation will be dis- 
pelled. Everyone has recognized the 
menace of the rise in costs. By com- 
pelling price advances, it has 
threatened to unbalance price rela- 


_ tions and interfere with trade; it 


already has reduced profit margins; 
if it cut too heavily into corporate 
earnings, it would diminish capital 
expenditures, which are needed to 
keep recovery going. 

“Assuming that the labor situa- 


tion will be more stable, the strong- 
est reason for expecting a good 
Fall trade is the agricultural pros- 
perity. The steady rise in the farm- 
ers’ income during the past four 
years has been a major influence in 
recovery, and it seems certain to 
continue this year. 

“Unquestionably, the industries 
are fortunate in that circumstances 
have combined to produce this favor- 
able outlook for the farmers. With 
few exceptions, manufacturers are 
advancing prices for Fall goods, un- 
der compulsion of higher wages and 
shorter hours which raise labor 
costs, and higher prices for raw 
materials.” 


DRESSED to kill. 
Jack and Jill went up the hill, 

A rough old hill, by crackie, 
But Jack had on his hiking boots, 
So all went well with Jackie! 

But Jill was not an outdoor gal, 
She was both young and silly; 
She wore her high heel evening 

pumps, 
And all went wrong with Jillie. 
—J. Edw. Tufft. 


SCHEMBER is a shoeman 
whose contact with people over the 


Page 17 


fitting stool has shown him that 
many of his customers are crippled 
and that one of the recurring prob- 
lems is the plight of the one-legged 
person who bemoans the fact that 
when he or she purchases shoes, 
they must pay for a pair even 
though they discard one. So he has 
organized the Odd Shoe Exchange 
of The Second United Presbyterian 


Church at 108 Hancock Avenue, 
Jersey City, N. J. He says: 

“Hunting around to see what 
could be done for such people, | 
devised a plan which is being spon- 
sored by the Young People’s So- 
ciety of the church of which I am 
a member. We’ve started an organi- 
zation to be known as ‘The Odd 
Shoe Exchange’ and briefly here is 
set forth our purpose. 

“We propose, through publicity, 
to contact all the one-legged people 
we can, asking them to send us 
their name, address, size and width 
shoe, which foot they wear it on 
and whether they wear high shoe or 
oxford. We will file this informa- 
tion and when we find two people 
wearing the same size and width, 
but on opposite feet, we shall put 
them in touch with each other, 


thereby enabling them to exchange 
their odd shoes to their mutual 
benefit. 

“We ask the interest of shoe deal- 
ers everywhere for we know that 
they will be glad to be of service to 
such people by acquainting them 
with our plan and organization.” 


Ag V. FINGULIN, who for the 
past year has been Acting Secre- 
tary of the National Leather and 
Shoe Finders Association, has been 
appointed by the Board of Direc- 
tors as Managing Secretary. Al 
Fingulin has been connected with 
the Association for the past four- 
teen years. After several years of 
working in the industry in a mer- 
chandising, advertising, trade pro- 
motion and editorial way, which 
brought him into close contact with 
all three units—manufacturers, job- 
bers, shoe repairmen—and their 
sales and promotion problems, he 
was appointed editor of the maga- 
zine “Shoe Repair Service” in 
1923. The many trade promotional 
activities of the Association and the 
progress of the magazine were 
guided by his experienced hand. 
Congrats! 
* * 

THE best Fall season since 1929 is 
in prospect for the coming Autumn 
months, the National Retail Dry 
Goods Association reports after a 
nation-wide survey of the outlook 
for retail and general business. 


“A 10 per cent gain in sales 
would reflect a continuation of a 
steady, gradual expansion of retail 
volume which has marked retail re- 
covery for four years, and would 
place department store volume at a 
point at least equal to that of the 
Fall of 1930, and very likely the 
best in eight years,” says Chan- 
ning Sweitzer, managing director. 

The merchants saw only a few 
clouds obscuring the probability 
of a healthy Fall business through- 
out the country, and the most pre- 
dominant factor in this direction 


—Arthur Chase, who regards Na- 
tional Men's Shoe Week as a great 
promotion, suggests as a slogan:— 

"Man—look at your shoes.” 

—lIt's a snappy line, and any mer- 
chant wanting to use it in connec- 
tion with window display or adver- 
tising copy, is welcome to do so. 

—A prominent mid-west shoe mer- 
chant writes: 

“On August 27th I'm going to extend 
an invitation to the ladies in our city to 


come in and inspect our new Fall style’ 
in men's shoes. If the women get after 


the men, it's a safe bet the men will 


buy. 
—Another merchant writes: 
“Our local newspaper is getting all 
the shoe merchants in town to work to- 


gether on a Men's Shoe program. This 
is the first time we've ever been able to 


cooperate effectively.” 
—There is every indication that shoe 


store windows on Main Street, 
U. S. A., will have a decidedly 
masculine air during National 
Men's Shoe Week—August 28th 
to September 4th. 

—tThe selling of more and better 
men's shoes is an objective both 
practical and profitable. 


President 


was the possibility of extended la- 
bor disturbances, which they felt 
might create much temporary un- 
employment and through loss of 
wages detract from the country’s 
purchasing power. Approximately 
64 per cent of the stores reporting 
saw labor troubles as a threat to 
Fall trade. Other unfavorable fac- 
tors were given much less emphasis. 
Twenty per cent of the stores polled 
saw political uncertainty and con- 
flict in Washington and the state 
capitols as detracting from the 
healthy outlook for trade. 

The survey indicated that esti- 
mates of sales increases in the de- 
partment store field, are almost of 
even strength throughout the na- 
tion. The Association found an ex- 
pectation of an average increase of 
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9.3 per cent in New England; 9.8 
per cent in the Middle Atlantic 
States; 9.9 per cent in the Middle 
West; 10.5 per cent in the South; 
10.2 per cent in the Southwest and 
9.1 per cent in the Far West. 

Opinions of merchants expressed 
in the poll varied in character but 
carried a common note of optimism. 
Typical were these comments: 

* * * 
Mi ORTON J. MAY, The May De- 
partment Stores Co., St. Louis, Mo.: 
“The Fall outlook is strengthened 
by the prospect of increased pur- 
chasing power resulting from high- 
er prices and large harvest of farm 
crops. On the other side are tie- 
ups because of labor conditions and 
uncertain political outlook.” 
* 


WILLIAM J. EIDEN, The Gold- 
en Rule, St. Paul, Minn.: “Farm 
income in the Northwest will be 
decidedly higher than in prior 
years and will reach the 1929 
peak." * * * 

LUCY M. FLOWER, C. M. Flow- 
er Dry Goods Co., Sedalia, Mo.: 
“We are encouraged by good crops 
in our community after three years 
of drought and good prices for 


farm commodities.” 
* * 


LL. B. McKELVEY, The G. W. 
McKelvey Co., Youngstown, Ohio: 
“We look for the largest trade in 
eight to ten years.” 


Mi. GUBERMAN, Meyers-Arnold 
Co., Greenville, S. C.: “Believe 
Fall business will be good if there 


is not too much labor trouble.” 
* * * 


WY. T. MARTIN, Auerbach Co., 


Salt Lake City, Utah: “The public | 


being more optimistic and having 

more money to spend as a result 

of more and better employment 

will contribute to retail advances.” 
* 


E. T. DREYFUS, The Paris Co. 
Salt Lake City, Utah: “Profits 
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will be better with less strikes, less 


radical talk to cause class friction.” 
* * * 


E. C. FLEMING, Barnes-Woodin 
Co., Yakima, Washington: “Be- 
lieve customers are expecting price 
rise.” 
* * * 

AY IGLAUER, The Halle Bros. 
Co., Cleveland, Ohio: ‘Most busi- 
nesses properly managed, appear 
to have a good chance for a satis- 
factory profit for the calendar 


T. B. McCONNELL, Sears, Roe- 

buck & Co., Chicago: “Normal 

price increases should be absorbed 

unless many people are thrown out 

of work by labor disturbances.” 


Hi. T. DIEHL, Bradshaw-Diehl, 
Huntington, W. Va.: “We believe 
- that fundamentally things are sound 
and that business will continue 


good for some time to come.” 
* * 


D. M. SHOTWELL, J. W. Knapp 
Co., Lansing, Mich.: “In general 
we believe many disturbing na- 


tional problems will be behind us ° 


this Fall, and that the attitude of 
the public will be more favorable 
to buying.” 


T. R. BUSH, Bush & Bull, Beth- 
lehem, Pa.: “The fact that national 
income is up 20 per cent, more 
people are employed at better 
wages, omens well for a good Fall 
retail trade.” 


* * * 


WINTHROP KENT, Flint & 
Kent, Buffalo, N. Y.: “We believe 
prospects for Fall business are un- 
certain as to increases. If prices 
and labor situations were normal 
we would expect an increase in ex- 
cess of 10 per cent. However, ad- 
vance fashions for Fall are more 
attractive than usual, and will re- 
quire less modification than for- 
merly.” 


T. D. STARRETT, general man- 
ager, ‘John Schoonmaker & Son, 
Inc., Newburgh, N. Y., says: 
“We're planning to do a better 
selling job by hitting nearer to the 
consumer’s mark, also better price 
lining.” 
* * * 

J. D. MULLALLY, The Mabley 
& Carew Co., Cincinnati, Ohio: 
“We are encouraged by the strong 
upswing of capital industries which 
may be checked temporarily by oc- 
casional interferences, but will con- 
tinue to rise at least through the 
Fall season.” 


WILSON CONNOLLY sees a 


bright future for men’s shoes, espe- 


cially in the sports field. While 
he travels the entire West Coast 


for the Curtis Shoe Co., he finds 


the greatest development in the 
sports shoes in the Southern Cali- 
fornia section. He says: 

“More pairs of men’s shoes will 
be sold when the retailers and the 
consumers realize the difference be- 
tween the formal and informal 
sport patterns. The field in the 
formal sport shoes is quite set, with 
most men buying from two to three 
pairs each season. True, the trend 
away from the one-pair all-whites 
is a result of men being willing to 
spend more money on their shoes. 
In the informal sport shoes, which 
are worn with slacks, there is a 
wide open field for promoting 
dozens and dozens of new ideas in 
patterns. and materials. The real 
development in increased pairage 
and increased interest in men’s 
shoes is almost entirely in the field 
of the informal sport shoes.” 


"You sit right down there. I'll bring the shoes to you." 
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WINDOWS, as well as advertising, for Fall Shoe 
Opening should be done to dramatize the dominant 
style themes in a bold broad way. Merchants participat- 
ing in this big cooperative event in each. community 
should get together and decide definitely what general 
style notes all will emphasize. ek 

The purpose of Fall Shoe Opening is to ‘establish 
the style trends locally so that women in particular 
will have confidence to buy early. Every care must 
be taken to prevent confusion. If each store plays up 
a different style angle to the exclusion of others, or 
puts in an indifferent conglomerate display that fails 
to point out the smart style points of Fall footwear, 
then there is nothing convincing enough to make cus- 
tomers buy early. 

For a decorative motif consider pennants of leather, 
felt, or paper, done in the colors of the Fall shoes— 
black, dark and middle browns, rust, green, oxblood, 


corner 
f eff 


from the glass 


Suggestions for a cooperative tie-up of style 
themes in windows and advertisements for 
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FORWARD 


FALL - = = 


Fall Shoe Opening. 


by BR. E. ANDRUSS 


dark gray and dark blue. While black dominates the 
shoe picture, in the displays it should be just one of 
the nine or ten colors used in the pennants. This pro- 
portion gives the colors greater predominance in the 
promotion. 

Instead of pennants a great flat “bouquet” of cut-out 
leaves in shoe colors would be a powerful motif. The 
cut-out leaves could be arranged in many different 
ways according to the designs developed by various 
display men. 


ALL SHOE OPENING 


Simple, inexpensive—tree trunks of per 
“wood” or natural tree trunks split in lead 
up to a netting of chicken wire which holds the 
natural or artificial Fall leaves. The sign is of — 
cut-out brown letters, set off with orange edges, 
against a tan background. 


Display men should be encouraged to do their very 
best—a competition for small prizes will help. These 
men like the extra dollars, but they find even greater 
pleasure in recognition of good work done. The public 
can be invited to vote for the windows they think are 
best and second best. An announcement should be 
made under the caption: 


WHICH WINDOW WINS AND WHY? 
The display men of the various (town name) shor 


_ stores cooperating in National Fall Shoe Opening, 


[TURN TO PAGE 35, PLEASE! 
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THE bright over plaid jacket cut from 
soft Shetlands and worn with tweed or 
gabardine trousers, continues to be the 
most important item in country dress 
for practically all types of country 
sports. More formal, and increasingly 
popular, is the Covert cloth coat in 
Lovat browns and greens, worn very 
short and swagger over flannels 
and tweeds. This coat, though it 
is a high fashion, is being taken 


up by manufacturers of water- 
OunN cor GF proofs as a model for a wet-weath- 
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very good illustration of the Covert 
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the smart character of this favorite 
seen so often at race meets and other 


forms of country sports 


cture, quite the 
“to 


ified we have shown 


some time. Perhaps this 


[TURN TO PAGE 40, PLEASE | 


This means that it will be 
interesting p 


very in 


er country coat in a slightly modified 
seen in increasing vo 


form. 


cloth coat is the photograph 
SHOES for country wear present a 


first page of this 


= 
= 
< 


most divers 
prayer of merchants 
for Fall promot 


: IRG E PELZER 
; : 
; 
y 
B 
y 
: 
n 
re Group 
A 
hee ? 
13 


[A HAVING A 
WONDERFUL TIME 


Sonia Henje taking time out with Tyrone 
Power in her forthcoming film “Thin 
Ice.” Evidently Sonia finds skiing more 
strenuous than skating. Courtesy of 
Twentieth Century Fox Pictures. 
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On lee 
And Snow 


The Sport of Experts Has 
Become Everybody’s Sport 


IF the first flurry of snow and the 
first nip of frost does not send every- 
one scurrying to the nearest pond or 
hillside, skates or skiis in hand, we 
miss our bet about the coming Winter 
sport season. Each year more people 
are becoming enthusiastic about these 
twin sports of skiing and skating, and 
are finding ways and means of enjoy- 
ing them. 

First came the skiing craze. Some 
snowy Winters, clever promotions by 
department stores and railroads and 
by those who had already enjoyed 
the sport abroad, and presto, all the 
world was skiing. If you were not 
capable of managing long steep 
slopes, then friendly gentle ones were 
found for you. Some practice lessons 
on the indoor slide of a big depart- 
ment store had already taught you 
how to bend your knees and balance 
your body. When you were ready for 
the change to outdoors, special trains 
carried you for the day to your happy 
jumping grounds. Farther afield new 
resorts opened up and old ones be- 
came more popular. Wonderful Win- 
ter carnivals were staged at these 
resorts and also in big cities. At Madi- 
son Square Garden a ski-jump seven 
stories high gave thousands of people 
their first glimpse of the thrills of 
skiing. The best European experts 
were imported to exhibit their skill. 

. Their pupils are now teachers at re- 

sorts extending from New Hampshire 
to Idaho and the Northwest. A new 
world of ice and snow, of speed and 
adventure and beauty, has been 
opened up. © 

Skating has been a little slower in 


Illustrated left 
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A natural accessory for wear at stadium contests, football to 

skating, these “Doggies” in colors collegiate or to suit taste— 

made over block lasts with calf or kid outside, wool sheep within, 

and sewed by Littleway process—the novelty feature is the en- 

velope, which zipper bound, carries the shoes within—when un- 
zippered becomes a warm seat for spectators. 


by ELEANOR RUTLEDGE 


seizing the popular imagination, but 
last Winter it came into its own and 
promises to be even more important 
this year. Exhibition fancy skating in 
big rinks and at hotels by amateur 
champions and professionals has 
shown people the grace and exhilara- 
tion of this neglected sport. Certain 
advantages that it has over skiing 
should add to its popularity. It is a 
much more accessible sport—any 
little area that can be flooded and 
frozen suffices—and it can be en- 
joyed even during a mild Winter. 
Besides, most of us have skated as 
children and, after the first uncertain 
minutes, begin to find our feet again. 
Age is no handicap and grandma at 
70 can often twirl more merrily than 
grandson at seven. 


Three ski boots designed and endorsed by Birger Rund and manu- 
factured for National Winter Sports, Inc. All three are made of water- 


proof military leather. Left to right: 


1—Jumping Boot with special build at back of sole to lift heel and 
give complete rigidity and strength to arch and shank. 


2—Downhill Boot with back adjustment lacing, special waterproofed 
laces, and elastic bands over superimposed hooks. 


3—General Ski Boot for general cross country use with double sewed 
and double welted waterproof construction. 
Newly designed ski gaiter of surgical webbing which gives support and 
Prevents snow from seeping into top of boot. 
The Poster Background courtesy SVISS FEDERAL RAILROAD. 


AS Winter sport amateurs are ac- 
quiring some of the skill of profes- 
sionals, they are beginning to look 
for more professional clothes which 
will give them greater freedom of 
movement. The first ski suits and 
boots designed and made in this coun- 
try were bulky and heavy, the idea 
being that weight and thickness were 
the best protection against ice and 
snow. Now designers and manufac- 
turers realize that warmth and protec- 
tion from wet can be combined with 
light material and good fit. Several 
new houses have opened with just 
this end in view—to supply Winter 
sports costumes planned for active 
wear. Women who form the gallery 
at these sports events like to look 
ready to take an active part even 
though they have never worn a pair 
of skiis or skates in their lives. And 
the women who really do things want 
the most professionally designed 
clothes they can find. 


TO supply this need Miss Catherine 
Cleary, Director of National Winter 
Sports, Inc., and Birger Rund, the 
famous Norwegian Olympic ski 
champion, are working with a group 
of manufacturers and supplying them 
with authentic designs for ski boots, 
caps, etc. The boots incorporate all 
of the best features of imported ski 

[TURN TO PAGE 57, PLEASE] 


eee _ Page 25 
7 
j 


Can the American Pocketbook 


portionally? Even when wages have increased, no 
matter how small the increase may be, the average 
family feels its first duty is to use the extra money to 
clear up back indebtedness. It is also true that many 
people have tired of carrying the burden of a charge 
account and are reducing their obligations to a mini- 
mum. Evidence of this statement comes from querying 
a number of Southern California department stores on 
the proportion of charge to cash business being done 
now compared to what was done one, two and three 
years ago. All concurred in stating that their propor- 
tion of credit business had dropped off from 10 to 17 
per cent in proportion to their cash sales. All of these 
stores, however, are showing a healthy increase in 
total volume. 

Retailers are worried over this situation, especially 
now that they are faced with a rising market. A cus- 
tomer with ready cash to spend, shops a wider area 
than one who has only a limited number of charge 
accounts from which to select merchandise. In accord- 
ance with its custom whenever the trade is faced with a 
serious merchandising problem, BooT AND SHOE 
Recorper has gone to its friends, the retailers, in 
varied sections of the country to get their opinions on 
this problem of pocketbook reaction. 

All retailers but one in the Southeastern part of the 
country felt the increased buying power of their com- 
munities would justify the necessary Fall shoe price 
increases. A Pacific Coast retailer considered the situa- 
tion serious. He expressed himself by saying, “In the 
first place, this question of ‘Can the pocketbook stand 
the raises?’ resolves itself into a question of cold fig- 
ures. Say a store sells 1000 pairs of shoes at $10.00 
for a total volume of $10,000. Today a former ten- 
dollar shoe must retail for at least eleven dollars. When 
the retail price goes up 10 per cent and wages go up 
a like amount, pairage will always drop. If prices go 
up 10 per cent and there is a 5 per cent wage increase, 
pairage will drop even more. 

“Now in order to do the same volume of $10,000 with 
shoes at a dollar more per pair, the merchant will need 


Whee will be the price policy of retail shoe stores if a considerable 
proportion of their customers find the cost of living advancing more 
rapidly than income? 


SHOE prices are-up a good 10 per cent for Fall, but 5y HARRY BR. TERHUNE 
have the pocketbooks of your community swollen pro- _ 


only to sell 909 pairs to equal his previous dollar vol- _ 
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Field Editor 


ume. If he can show a 5 per cent in sales total, then 
he must sell 954 pairs at eleven dollars to make his 
$10,500 sales volume. 

“Right here is the danger of too large inventories. 
Increased pairage inventories with only a dollar gain 
in business and a lessening pairage means increased 
capital investment, increased taxes, increased interest 
and insurance rates, with no compensating gain in 
profits. In the face of rising prices, the investment 
must remain the same, for the pairage sales are sure 


to be less.” 
Questions 

1. Do you, in your analysis of Fall shoe conditions, 
feel that the buying power of the public will justify 
the increases you must ask for the coming season? 

2. How do you reconcile the pocketbook of today 
with the increased prices? 

3. Are customers able to pay the 10 to 25 per cent 
increase in prices which you must ask for Fall? 

4. Will retail business be sufficiently better this Fall 
to warrant the bulging budgets which have permitted 
placing orders with factories; a factor which has re- 
sulted in their being greatly oversold? 

5. Are shoe operators going to work themselves into 


an overstocked condition with resulting sacrifices, or. 


will business be so much better that the surplus stocks 
will melt away and the buyer who believes in normal 
gains and legitimate budgets will be unable to replenish 
his stocks? 
Consensus of Opinions by Sections 

From the South—There has been no appreciable 
increase in earning power in our community. While 
there has been a decided increase in food stuffs, rents. 
and everyday living necessities, it would seem, there- 
fore, that our customers are not in a position to pay a 
great deal more for their wearing apparel than they 
were paying during the past year. 

The pocketbook of today can be reconciled with the 
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Stand the RAISES? 


Consumer Income Still Well Ahead of Living Costs Income and Living Cost Factors 


se 


COST OF LIVING FACTORS 


All items 
Food 
Clothing 
Rent 
Fuel and light 
House furnishings 
Wholesale prices (all commodities) 


INCOME FACTORS 


Total national income 
National income (Excl. agric.) ................. 
Cash income from farm marketings 
Cash income from farm marketings, incl. govern- 
ment payments 
Income of industrial workers 
Factory payrolls 
Factory employment 
Average weekly earnings per factory worker 


the Bureau of Labor Statistics. 


All income data are from U.S. Department of Agriculture; employment, payrolls, and wholesale price data are from 


Percentage Change 
June '37 
from 
1933 
Average 


+115 
+ 30.0 
+ 15.8 

+ 0.4 
—29 
+ 25.0 
+ 32.3 


increased prices of tomorrow in two ways only: First, 
by curtailment of buying; second, by a better flow into 
it of the money necessary to meet advancing prices. 
It would be contradictory in view of the above to 
say that customers are able to pay the approximate 
10 to 25 per cent increases for Fall. However, we do 
feel the first three months of our Fall selling season 
will see little resistance to advanced prices because of 
style stimulus, seasonal change, promotion, credits, etc. 
We believe that the lack of business may be felt in the 
latter part of the season because of increased costs. 
It is possible that a good many customers will not be 
able to afford the second or third pair of shoes. 
Business will be sufficiently better in the early season 
due to concentrated early style promotion, to justify a 
reasonable bulging of the early buying budget. This 
is one season when it behooves the merchant to be ready 
early, to be on the alert for all the early business he 
can get, but to watch all replacements with an eagle eye. 
It is very simple to allow oneself to get into an over- 
stocked condition. To keep the stock liquid is an eternal 
problem. However, when the retailer’s buying budget 
has been stretched considerably on early commitments 
in anticipation of an early buying boom, it is more 


important than ever before that he plan an early cam- 
paign and keep at it until his stocks are again in line. 
We are as optimistic about Fall business as we are opti- 
mistic about American business. However, a dash of 
caution is always a good mixture to add to a buying 


budget. 


From the North—So far as we can see into con- 
sumers’ buying for Fall, we cannot see where their pur- 
chasing power has been changed at the present time, 
nor how it can be increased during the coming season, 
considering the present condition of labor and business. 
We appreciate the fact that prices of shoes, especially 
of the grades we handle, will have to be increased this 
Fall. We hope, however, that we can keep them below 
the 25 per cent increase. 

The average person’s pocketbook is no more bulging 
today than it has been, and in a great many instances 
it is much thinner. Most customers, however, feel that 
there is economy in buying quality merchandise, and 
they would rather pay the increased price for their 
own satisfaction. No doubt there will be many cases 
where they cannot afford this increase and will be 

[TURN TO PAGE 36, PLEASE] 
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Work or Shirk—That Is the Question 


WE may soon have an opportunity of finding out 
whether Federal regulation of hours will accelerate 
work or retard it. For, whatever its fate may be at 
this session of Congress, the Wage and Hour Bill 
will be heard from again. And whether we like it or 
not, this legislation has within it the rights of control 
of retailing as well as manufacturing. The practice of 
exploiting workers isn’t so prevalent in the shoe in- 
dustry. Somehow or another the goods themselves are 
not laborious in handling. There can be some in- 
tolerably excessive hours of work—as, for example, the 
concern that bragged loud and long that it paid the 
highest wages per week. That was true, but the com- 
parison was odious—seventy-two hours of store work 
as against the general fifty-four. Obviously, they would 
pay more dollar wages, but not more real wages. 

By and large, the shoe industry shows no examples 
of inhumanly low wages. We have no means of ex- 
ploiting child labor, for shoes are not sold by children 
and certainly are not made by children. 

But we have a big stake in this new philosophy of 
less work and more shirk. Can a nation succeed with 
less and less work? Even though it has all the gold 
in the world? Remember the story of King Midas— 
everything he touched turned to gold. Uncle Sam will 
soon be the Midas of the world because he is paying 
75 per cent more for the stuff than it is worth; and 
it is a cold but beautiful substance, dumb in the vault 
but vocal in the tongue of the banker. 

The gold we have, but what about the will to work? 
Make no mistake about it, countries in Europe are 
being whipped to work. It may now be work for the 
State, but nevertheless it is good, hard, useful work. 
Already we are seeing this work produce goods that 
can be bartered the country over without the medium 
of gold; and when it comes to bartering in foreign 
trade, it is a much easier piece of salesmanship than 
the exchange of goods for gold. Barter has great satis- 
factions to both parties involved because it is an ex- 
change of labor and services as well as tangible com- 
modities and goods. 

Work is glorified. Work is made noble. Work is 
appreciated for the strength it gives a nation, a com- 
munity, a family and an individual. There is nothing 
so good as work. Wahl Streeter, in “Fairways in Fi- 
nance,” a column conducted in that breezy publication, 
Golfer & Sportsman, of Minneapolis, says: 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


“It would be a sobering influence if every one of us 
was forced to go through the effort necessary to produce 
enough gold to make a dollar; to learn how much 
work it takes to create a dollar. We would then learn 
the real value of our money and the amount of work 
required to create it. Politicians who so freely vote 
millions for this and millions for that should be given 
a pick, pan and shovel and work a week in the “dig- 
gings” before each session of the Legislature or Con- 
gress. Gold is merely one of the many commodities 
necessary to industry or commerce. Gold in itself 
contributes almost nothing to our needs as food, shelter 
or comfort.” 

One of the most dangerous things that America can 
do now is to gloat over its gold. All the philosophies 
of “share-the-wealth” are based on the idea that gold 
is everything. What we need to do is “share-the-work,” 
not by restricting its use but magnifying the possi- 
bilities for work. There is scarcely a house or barn 
in the country that doesn’t need to be painted. Low- 
price housing is a field of “make work” that has as yet 
scarcely been touched in this country. Give a clerk in 
the store an opportunity to own a little home of his 
own, no matter how modest it might be, and you make 
him proud of his flag, proud of his land and proud 
of his work. 

If we are coming to another period of NRA snooping 
and sniveling in the legalistic observation of the hour 
regulations as proposed by Congress, then we are 
indeed building a new and fearful monitor of hours, a 
tyrant of time. Believe it or not, there are those in 
this country of ours who enjoy work for its own good 
sake. They find joy in doing a job well and they are 
rewarded in satisfactions as well as in the pay envelope. 

We want to be exceedingly careful that no all- 
powerful government agency becomes an oppressor of 
the ambitious. For if work stimulates ambition and 
provides an incentive for individual progress, then 
more power to the man and the woman who want to 
get ahead. If we limit the muscles of man, we limit 
the mind of man. If we regulate work time, then we 
will have extravagances in leisure time—idleness, in- 
dolence and all the social maladjustments that come 


from “nothing to do in a helluva hurry.” 
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Lew 


Your interests and ours are similar in service to the public. Both have 
an obligation to see that the public is well shod. If the obligation is fulfilled, 
public confidence in the shoe business strengthens. Profitable business 
follows. That idea is behind our ambition to make sole leather of fine quality 
and identify it with a mark which would help wed your customers to you. 


KISTLER BENCH-BRAND 
SOLE LEATHER 


A BALANCED TANNAGE 


comes from a small part of the whole side—the First Grade and The Best. 
Nature put unusual serviceable qualities into that part. Tanning protects 
and maintains them. Various tanning processes give various results. The 
old-time, lay-away bark tanning process is notably good. That is the process 
by which Kistler “BENCH BRAND” Sole Leather has always been tanned. 


i THIS CHART REPRESENTS A 
SIDE OF LEATHER. THE PART 
USED FOR KISTLER “BENCH 
| BRAND" SOLES IS ABOUT 13% 
) OF THE WHOLE SIDE 


FOUNDED 1840 


| 
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PROBLEMS of the 


GROWING STORE 


WILLIAM G. NISSEN 


Oklahoma City shoe merchant, and 
sketch of the exterior of his mod- 
ernized store. 


When a Business Emerges from the Intimate, Personal Class 
That Knows Every Customer, How Can Customer Contacts 
Be Kept on the Same Friendly Basis? 


by HARRY R. TERHUNE 


William G. Nissen is particularly well qualified to discuss the 
problems of the growing family shoe store. His business was 
started on less than $1,000 capital. If the present rate of increase 
is maintained, it will cross the quarter million mark in another 
year-and-a-half. This business has more than doubled since 1932. 
Best of all, it is so organized that Mr. Nissen does not allow it 
to “drive” him nor does he permit it to take all his time to the 
exclusion of natural, cultural pursuits which add so much to the 
satisfaction of life. A complete remodeling program has just 
been completed. Oklahoma City is growing rapidly, but not 
quite so rapidly as is the Nissen Shoe Co. 


IN visiting many stores, I sensed that one of the great- 
est difficulties in retailing occurs at that period when 
a store starts to grow away from the small, intimate 
business with its owner on the floor at all times. The 
problem of deciding just how much the owner must 
be on the floor must be solved. If he spends too much 
time away from the floor, he may be tearing down what 
he has built up over a long, laborious period. If he 
does not spend enough time in the office, many impor- 
tant details will escape him. 

It is necessary for a business to expand if one intends 


to stay in the picture and to keep up with the normal 


growth of the city. Then again, the small, intimate 
family shoe store-has its disadvantages, for it is cer- 


tain that someone will outshine it in selling either 
men’s, women’s or children’s shoes. There is not the 
old intimacy between the customer and the proprietor 
which the old family shoe store enjoyed, yet today 
every customer thinks the man on the floor is “Mr. 
Owner” and that, naturally, he reflects the policy of 
the head of the business. 

Just how are you, Mr. Retail Shoe Merchant, solving 
this problem in your store? 

Different stores handle this problem in various ways, 
some by ignoring it entirely. Several stores assign one 
man a week to watch the floor in the morning; then, 
after lunch, the owner takes the floor. A careful selec- 


‘tion of assistants who are trained to attend to minor 


details with care and promptness is essential. “Have 
personnel of sufficient quality and quantity to do the — 
needed office and primary supervising work, so that 
neither will be neglected. Then the owner can spend 
the bulk of his time out front where he is bound to do 
more good than hidden behind a partition,” one suc- 

cessful man told me. : 
Some men who have not waited on trade for many 
years make it a rule to be on the floor afternoons, 
[TURN TO PAGE 38, PLEASE] 
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BELOW: 


Elkan R. Myers, president of D. 

Myers & Sons, Inc., Baltimore, Md., 

stands host over the festive board at 

the annual picnic of the company 

while happy employees enjoy the com- 

bination of.erabs and beer with which 
=the table abounds. 


The “Patent Brothers,” Kivie, Joe and 
Archie Kaplan of the Colonial Tanning 
Company, examine some of the new 


President Myers finds the bag race 
not “in the- bag” after all as Salesman 
Bob Harrison leads him by a good 
three hops at the annual Myers picnic. 


The 

Industry 
in 

PICTURES 


The Family Shoe Store of Calumet, 
Mich., originated this novel float dur- 
ing the recent Jamboree Parade held 
in the town. Believe it or not, the 
barely discernible object on the top 
is a multi-color sandal for which, 
during the next few days following 
the event, the store received manv 
calls for “the sandal on the float.” 


PENNY SHIRE 


America it’s a nickel but in Eng- x ee 
the job is done for a penny, as 
by this enterprising Brit- 
travels from door to door 
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FORWARD INTO FALL 


have made a special effort to have 


smart, informative window displays for: 


the event. 

Prizes are being offered, and we 
want you to help by deciding which 
window you consider best, and which 
second best. The window receiving the 
most votes will win a cash prize for 
the display men and a certificate of 
merit for the store. Be sure to see 
the windows this week. Then get a 
voting form at your favorite shoe 
store. 

The form for the voting should be 
simple and should cover two points— 
decoration and merchandising. 


WINDOW CONTEST BALLOT 
Fall Shoe Opening 

For artistic display, and style in- 
formation, I would award the first and 
second prizes in the Fall Shoe Opening 
Window Display Contest to 
FIRST PRIZE TO 

SECOND PRIZE TO 

MY NAME IS 

ADDRESS 

The ballots should be numbered con- 
secutively, and every care should be 
taken to prevent duplicate voting or 
fake names. Having the ballots dis- 
tributed by the stores will help. 

After the selection of the covering 
decorative motif for the event, care- 
' fully consider the style themes to be 
stressed. This is brought up again be- 
cause of its importance in establishing 
Fall shoe styles EARLY. Merchants 
should get together, go over the style 
points and agree on those that are 
universally acceptable for promotion 
by all. 

The heading suggested for coopera- 
tive newspaper follow-up ads in the 
previous article “Forward Into Fall’ 
give practical hints for getting to- 
gether. What about materials? Will 
suede be first, then calf, kid, patent, 
and fabrics in your community? Will 
lines be high? Will you highlight the 
low-cut sides with the high vamp? 
Will you feature stand-away tongues? 
What about cross straps? What about 
low-cut pumps? How about combina- 
tions of materials? All of which are 
but leading questions to get you 
started on an analysis of the various 
style themes backed by the different 
stores, so that those which are gen- 
erally sponsored can be played up 
strong in all promotions by all stores. 

This does not mean that individual 
variations or ideas should. be entirely 
_ Submerged. But these should be some- 
what soft-pedaled to prevent confusing 
‘prospective early Fall customers. 

Apparel fashions should be checked. 
Your N.S.R.A. report from the April 5 
and 6 Styles Conference gives an ad- 
vance guide (See page 20, Boor AND 
SHoe Recorper, April 10) that will 
Serve in consulting with the stylists in 
local stores handling apparel. 


[CONTINUED FROM PAGE 20] 


This apparel-shoe style information 
should be made available to all the 
salespeople of all the stores after ac- 
curate compilation. Knowing the style 
picture for Fall, and how and where 
the various shoe styles fit into it is ex- 
ceedingly important. 

From this information a folder can 
also be compiled for general distribu- 
tion. Such a folder will definitely help 
to increase shoe sales, and should be 
sponsored and signed by all stores par- 
ticipating in the Fall Shoe Opening 
promotion. 


Style Show Good Publicity 


Another valuable feature would be a 
ten to fifteen-minute style show to be 
put on at the various shows in different 
movie theaters in your city. The show 
should be kept mobile. A _ speaker 
(preferably a known fashion author- 
ity), five models, and a couple of page 
boys or girls are needed. The models, 
in costume, would cover five shoe types: 

1. Fall Sport Shoes are Rugged. 

2. Fall Walking Shoes are Tailored. 

3. Fall Dress Shoes are Formal. 

4. Fall Street Shoes are Varied. 

5. Fall Evening Shoes are Chic. 

As the speaker tells the story of 
style the models appear at appropriate 
intervals, followed ‘shortly as_ the 
speaker continues, with the page boys 
or girls, bearing a sloped easel to each 
of which is fixed one representative 
shoe model for that group from each 
store participating in the Fall Shoe 
Opening. If necessary, in smaller 
towns each store can show two shoes 
in each of the five groups. 

Such a show unit could move to 
various theaters very easily, with two 
ears and a light covered truck. The 
models would be in costume through- 
cut the evening, the costumes being 
pressed and freshened each day. Hav- 
ing plenty of room in the cars would 
prevent wrinkles and crushing to a 
considerable degree. The panels of 
shoes would move in the truck with 
the pages. By having evening shows 
cnly, girls from various stores, accus- 
tomed to modeling, could probably be 
secured, 

A picture of the group with their 
schedule of appearances would make 
good newspaper and theater publicity. 
The costumes could be bought. Then no 
mention would have to be made of any 
stores other than the shoe stores con- 
cerned. If loaned by various apparel! 
shops, the extra credit mentions might 
detract from the shoe theme. 

This show and other entertainment 
might be used at a general pep meeting 
or dinner to be held on Friday before 
Fall Shoe Opening for all employees 
of all participating stores. Let them 
go from work to the dinner. Don’t 
make it too long, unless by common 
consent the employees want a more 
extended evening affair. (Most of them 


kave other things they would like 
to do.) 

Be sure that every store that takes 
part is decorated in keeping with the 
occasion. Too often, the display and 
decoration stops with the windows. 
Atmosphere, appropriate atmosphere, 
in the store is extremely important to 
the success of the event for each store. 

The appreciation of the possibilities 
of cooperative promotion has grown 
tremendously, but there is still a great 
chance to do a bigger and better job 
in many communities. If the stores in 
your town have not worked together 
as they should, get them to cooperate 
now. Fall Shoe Opening will mean 
more early sales and more Fall busi- 
ness for all who participate. 


Arthur G. Walton 


WAKEFIELD, Mass.— Arthur Gould 
Walton, shoe manufacturer in Chelsea 
for 25 years and a leading citizen of 
Wakefield, died Aug. 6 at his Lakeside 
home. He had been seriously ill only 
a day. 

Born in Boston he entered the chem- 
ical dye business there; later he was 
associated with The Walton & Logan 
Shoe Manufacturing Company in Lynn 
and still later, had a large factory in 
Chelsea under the name of A. G. Wal- 
ton & Co. At one time he had shoe 
interests in Derry, N. H., and Law- 
rence, Mass. 

Surviving are a son, Bartlett Wal- 
ton, and two daughters, Mrs. Alice G. 
Wheeler and Mrs. Katherine Walton 
Wallace. Mrs. Wallace is secretary of 
the Chelsea plant. Mr. Walton’s wife, 
Mary Bartlett Walton, died in 1925. 


Charles Barndollar 


Los ANGELES, CALIF.—Charles Barn- 
dollar, 66, died in the St. Frances Hos- 
pital, Santa Barbara, as the result of 
an operation. Mr. Barndollar was 
stricken there when on a business trip. 
Interment was in Los Angeles. He 
has traveled the Pacific Coast for the 
past eight years, originally coming 
here with the W. L. Douglas line. 
Later he represented the Crosset Shoe 
Co. selling that line when it was taken 
over by C. H. Alden Co. and the Old 
Colony Shoe Co. Stanley Drake, sales 
manager of the Old Colony Shoe Co. 
flew to the coast and continued on the 
unfinished trip caused by the decease 
of Mr. Barndollar. 


Emil M. Epstein 


ToLEDO, OHI0O—Emil M. Epstein, who 
was president of Epco Shoes, Inc., and 
general manager of the Kobacker shoe 
stores, died recently at the age of 65. 
His wife, two sons, a brother and a 
sister survive, 


Page 35 


Page 36 


Can the Ameriean Pocketbook 


Stand the Price Raises? : 


[CONTINUED FROM PAGE 27] 


obliged to buy the best that they can 
get for the price previously paid. 

No doubt there are some shoe stores 
that have bought more merchandise 
than they can sell. If you consider the 
enormous increase in the number of 
pairs of shoes manufactured in 1936, 
you cannot help wondering what has 
become of all of them. A great deal of 
“pushing” has been done to sell mer- 
chandise since the first of January. It 
is always poor policy to buy a single 
pair more of shoes than can easily be 
disposed of at a profit; however, even 
in close buying there are bound to be 
some lines which must be closed out at 
a reduction. There has been too much 
emphasis laid on the high prices which 
we shall have to pay for our merchan- 
dise. We are still sticking to our policy 
of following the market up and down. 

From the Southwest—It is difficult 
to believe that the increase in price that 
we must ask for in shoes at the present- 
moment can be absorbed by the public. 
I do, however, feel that there will be a 
slight reaction in prices before the sea- 
son is over, so that our totals in volume 
will show a slight increase over the 
Fall of 1936. 

There will undoubtedly be an adjust- 
ment between the pocket book of today 
and the increased prices of tomorrow, 


SUMMARY AND CONCLUSIONS 


Will the public buying power justify 
necessary increases during the coming 


season? No. 


How can today's pocketbook be 
reconciled with tomorrow's increased 
prices? Pairage must be reduced. 

* 

Are customers able to pay increased 

prices? A decided difference of 


opinion, with the majority saying NO. 
* 


Will retail business be sufficiently 
better this Fall to overcome everbuy- 
ing? No. 

* * 

Are operators going to be in an 
condifion? Smart ones, 
Yes. Wise ones, No. 

* 

Will business be enough better to 

absorb surplus stocks? No. 

* * & 
because if the pocketbook of today does 
not increase to take care of increased 
prices, prices must sooner or later de- 
crease to meet the buying ability of 
the public. 


Cornelius V. Hourihan 
MANCcHEsTER, N. H.— Cornelius V. 


Hourihan, for several years office man-~ 


ager of the local plants of the J. F. 
McElwain Shoe Co., died in a Boston 
hospital July 29. He was an intimate 
friend of Gov. Francis P. Murphy, di- 
rector and former general manager of 
the firm; for whom he was a booster in 
the gubernatorial campaign, although 
Es sought political honors him- 


Mr. Hourihan, a native of Newport, 

where Gov. Murphy started in the shoe 
business, first became a clothier in as- 
sociation with his brother. Then fol- 
lowed the shoe business, including 10 
years’ service with the McElwain con- 
cern. 
He was a member of St. Patrick’s 
Church and the Knights of Columbus 
in Newport, where the funeral was held 
Aug. 2 with a requiem mass at St. Pat- 
rick’s Church and burial in St. Patrick’s 
Cemetery. 

A number of officials at the Mc- 
Elwain plants in Manchester and 
Nashua were present at the services. 

Mr. Hourihan is survived by three 
brothers, Jeremiah of Portsmouth, 
N. H.; Patrick J. Hourihan of Windsor, 
Vt., and Michael J. Hourihan of New- 
port, N. H., and a sister, Miss Nellie 
M. Hourihan of Newport, N. H. 


J. Linton Moore 


ATLANTA, GA.—Funeral services for 
J. Linton Moore, 62, veteran superin- 
tendent of the Auto-Soler Company, 
were conducted at 10 A. M. yesterday 
at the graveside in Decatur Cemetery, 
Dr. A. J. Monchief officiating. 

Mr. Moore died early Sunday at 302 
South McDonough Avenue, Decatur. 

He was a successful inventor and 
while working for the Atlanta Blue- 
print Company had devised several new 
surveying instruments. Only recently 
he had worked out an automatic shoe 
repairer. 

Surviving are his wife; five daugh- 
ters, Mrs. Lillian Rice, Mrs. Gene 
Norris, Mrs. Hugh Moore, and Misses 
Martha and Mary Moore, all of De- 
catur; two sons, the Rev. Ansley 
Moore, of Clearwater, Fla., and James 
L. Moore, Jr., of Muscogee, Okla., and 
a sister Mrs. W. C. Rogers of Forsyth. 


Three Stores From One 


Lynn, Mass.—J. Musinsky & Sons 
are starting to remodel their shoe store. 
They plan to make their one general 
store into three separate stores, one for 
the sale of women’s. shoes, another for 
men’s shoes and a third for children’s 
shoes. They will also enlarge their 
wholesale department, and, further- 
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more, will fit up their Tourists’ Shop 
anew. 

Joseph Musinsky started to retail 
shoes 35 years ago, when he gave up 
work in Lynn shoe factories. His first 
store was in his home. Later, he opened 
a store of the neighborhood type, and 
after some years in this store he bought 
the brick building at 292 Broad Street 
and fitted it up for merchandising 
shoes. Incidentally, the building was 
once used for the sale of carriages and 
harnesses. 

Mr. Musinsky keeps trying out new 
ideas. For instance, observing that 
tourists, riding in automobiles, passed 
his store in steadily increasing num- 
bers, he opened a shoe store for their 
especial accommodation. It is stocked 
with shoes that tourists might like to 
buy. 
In the new remodeling, Mr. Musinsky 
will fit up the men’s department with 
particular care, for he is of a. mind 
that more shoes may be sold to men. 


New Family Store Opened 

ARCADIA, FLA—The Family Shoe 
Store has opened at 128 West Oak 
Street, under the management of Joe 
Demmi. The business is owned by Joe 
Demmi, Anthony Demmi and Manuel 
Comparetta. Mrs. Vee Comparetto is 
in charge of the ladies’ shoes as well as 
of the hosiery department. A complete 
line of shoes for the family are carried. 
Infants’ shoes are a specialty with 
extra care given their selection and 
fitting. 


Wetherby-Kayser Enlarges 

Los ANGELES, CALIF. — Due to the 
greatly increased business in their 
year-old Seventh Street branch store, 
Wetherby - Kayser is taking over the 
adjoining street-floor room now 0oc- 
cupied by a shoe repair concern. This 
move will give the store twice the 
present floor space, and will result in 
the firm occupying the entire building 
for the sale of fine shoes. 

While several lines of shoes will be 
carried, Wetherby-Kayser will feature 
Laird-Schober and Valley shoes for 
women, Johnston & Murphy for men 
and the Edwards line for children 
in this store. Completion of the en- 
larging work is expected to be around 
the middle of September. The same 


color scheme and general store ar- 
rangement as used at present, will be 
carried out. Harry Joyce will con- 
tinue to act as manager of this store. 


To Open National Shoe Store 


Montcuair, N. J.—Siegel & Fried 
of 111 Eighth Ave., New York, are 
converting a two-story brick building 
at Bloomfield Ave. and South Park 
St., this city, and have announced 
that a National Shoe Store will be 
opened the latter part of August. The 
building will be transformed into a 
one-story structure with a modernistic 
front and unique interior. 


| | 
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CHEER UP! 


only short time 


TYPICAL CITY STREET SCENE IN WINTER 


manufacturers of High Grade Rubber Footwear 


Rock Island, Illinois and 330 Broadway, New York City 
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ASK THE 


WHO GOT THERE. 


We could take a lot of space to tell you about the remark- — 


able opportunity offered by the J. C. Penney Company to 
young retail salesmen. We could tell you the life story of 


every one of the men who manage Penney’s 1509 stores— 
tell you how every one of them started behind the counter 
of a Penney store and ended up in a manager’s office. 


Any J. C. Penney Manager 


Can Tell You About the / 


Penney Opportunity: 


There is probably a J. C. Penney store in your com- 
munity. If you want to know what the Penney Company 
offers to young men with retail selling experience, stop 
in and talk to the man who has taken advantage of that 
opportunity ! 


He can give you first-hand information. He will probably 
tell you that not long ago he was just where you are now 
—working for another company or individual as a retail 
salesman, selling shoes, wearing apparel, or dry goods. At 
that time he couldn’t see any future for himself, so he 
turned to the Penney Company for opportunity. As a 
result, today he is managing a store. 


THE J. C. PENNEY CO. 
NEEDS EXPERIENCED / 


‘SALESMEN ... NOW. 


@ If you are interested in the Penney opportunity for pro- 
motion, get in touch with us. Write a letter, giving full 
details about yourself, to J. D. Keyes, Room 1705, J. C. 
Penney Co., Inc., 330 West 34th Street, New York City. 


Problems of the 
Growing Store 
_+ [CONTINUED FROM PAGE 30] 


Saturdays, and whenever there is any 
volume of business. All trade is 
spoken to. The new patrons are intrc- 
duced by the salesmen and the old 
friends are greeted in their own right. 
In this way they feel that contact is 
made with everybody, regardless of 
their local standing. 

However, in discussing this matter 
with William G. Nissen of Oklahoma 
City, he went into considerable detail 
as to how he met this problem. To 
him it was an acute one. And so we 
will quote him rather liberally: 

“The problems of the small, family 


shoe store when it starts to expand and 


the owner is no longer able to spend 
the entire day on the selling floor in 
intimate contact with his customers, 
are vital ones. Obviously the way he 
solves these problems has much to do 
with his continued growth or his ulti- 
mate failure. He either expands or 
contracts so that he eliminates himself. 


“Two most important factors here in-. 


volved are the continuing of the same 
methods of customer contact, and still 
maintaining close control of the stock 
and store details. I do not know which 
of these is the more important. Not 
long ago a salesman from a shoe store 
told how they had a $22,000 stock, yet 
had nothing to sell that the public 
wanted to buy. Needless to say it did 
not take long for this business to fail. 

“It did not take me long to realize 
after the business expanded and I was 
spending much of my time in the office 
attending to duties other than selling, 
that I must continue. to maintain the 


' same store atmosphere or attitude to 


our patrons that we had when we 


_ were a comparatively small organi- 


zation. 

“This spirit of friendly service could 
not be maintained if there was a con- 
stant turn-over of salesmen. A fre- 
quent changing of sales people is one 
of the most wasteful practices in which 
a merchant can indulge. It take from 
six to nine months to train even an 
experienced salesman to do the job the 
way we want it done. When a new man 
gets the wrong start, it is just so much 
wasted effort. Incidentally, the new 
employee is much more seriously im- 
pressed if the store policy is rigidly 
backed up by personal example. To do 
this, an owner must do the things he 
advocates being done by others. If one 
does not like to do things and go to 
some extra trouble for his customers 
whether he gets paid for it or not, he 
will never make a good salesman. 

“The management’s representatives 
who meet his public for him every hour 
of the day form the very keystone of 
his business success. To me the kind 
and type of men employed here, is the 


crux of the entire problem. Hand in 


hand with the kind of sales people hired 
in the first place, is the way I treat 
those people. If an owner expects his 
salespeople to be fair and honest with 


sw sa 
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YOU CAN’T 


WEAR 


In Stock Black Alpine Calf; Boulevard Last 
also in Tan Alpine Calf 


J. P. SMITH SHOE Co. ‘Sangamon and Huron Streets CHICAGO 


OUT THEIR 


LOOKS 


“You Can’t Wear Out Their 
Looks,” because they are 
made to be Smart, Service- 
able, and Permanently Shape 
Holding Masculine Foot- 
wear. Carrying all these 
credentials, Smith Smart 
Shoes reflect the integrity 
of the merchant who sells 
them. They measure up in 
every way, far beyond the 
price you pay or the price 
you ask. May we send you 
more details? 


National 


Men’s Shoe Week 
Aug. 28 to Sept. 4 


the trade, then he must be fair and 
honest with them. He must earn the 
respect of those associated with him. 

“Three of our salespersons have been 
with us for over ten years, many others 
as long as their jobs have been created 
by the growth of our business. Although 
1 am able to spend only a few hours a 
day, some days, where the customers 
can see me, the work of meeting the 
trade is carried on by the same faces 
the customers have seen for a number 
of years. This, I believe, is a great fac- 
tor in inspiring confidence in those who 
deal with us. 

“The owner of a family shoe store 
or any kind of a store for that matter, 
who sees his business growing, must 
have a sales force that will grow in 
like proportion. I always keep in mind 
_that the kind of attitude I assume 
toward our salespeople will most likely 
be the one they will assume toward our 
customers. Driving the store’s per- 
sonnel and being indifferent to their 
problems means that they will adapt a 
cold, hard attitude toward the cus- 
tomers, which is obviously very damag- 
ing. On the other hand, when the 
owner uses inspiring methods towards 
his associates and is helpful in their 
problems, then he is positive that his 
patrons will receive due consideration. 

“Contentment breeds content and 
what is more important it inspires: 
pride in one’s work. The man who can- 
not get some pleasure from his business 


aside from his salary or what profits 
he makes misses much in life. The 
greatest pleasure comes from a job well 
done. ‘I know what pleasure is, for I 
have done good work,’ is a quotation 
that has long been an inspiration to me. 

“Often my employees will be asked, 
‘Do you feel proud of the way you 
handled this sale or do you feel like 
apologizing?’ It isn’t so important 
whether the customer has been sold. 
What I am interested in knowing is if 
my personal representatives on the 
floor handled the patron with such con- 
sideration that will make this person 
want to come back to us. 

“The success with which I have been 
able to delegate these important duties 
to my salespeople has enabled me to 
be absent from the selling floor with- 
out my being greatly missed. Natu- 
rally there have been a few customers 
upon whom I have waited that are a 
little stubborn and will allow no one to 
serve them but myself. With a little 
tact, however, a switch can be made to 
one of our salesmen without offence, 
provided I am present at the close of 
the sale to check up on the fitting. 

“Stock records are reduced to a mini- 
mum. In fact we have very few. At the 
end of the day all the boxes of the 
shoes sold for that day are pulled a 
few inches from the wall, so by going 
from department to department, a 
glance will tell what is selling. We have 
no use for a shoe that does not sell, 


no matter what the cost or how beauti- 
ful it may be. It must move regardless 
of the sacrifice made. We do not con- 
sole ourselves that it will sell next sea- 
son. In the end it will be worth less 
rather than more. It does not sell for 
fundamental reasons. Either it does 
not fit, is too high priced or has been 
bought wrong, so that keeping it on 
the shelves never improves or corrects 
these conditions. 

“At the end of the month, a stock 
count by department is taken. This is 
compared with the same month of the 
previous year. It takes less than thirty 
minutes to do this. The head of each 
department is charged with this re- 
sponsibility. When compared with the 
amount of business done, the turn-over 
can be quickly calculated. This is men- 
tioned to illustrate how a growing busi- 
ness can keep down to essentials and 
not get bogged down with a tremen- 
dous complicated system that soon 
swamps or overshadows all else. 

“I plan to spend at least a short 
while on the fitting stool every day. 
This is not so much to maintain cus- 
tomer contact, but to find out at first 
hand how the various patterns fit and 
what my trade is thinking. A man can 
never find this out from records. A 
shoe store owner must fit shoes, all 
kinds of shoes, regularly, to know what 
it is all about. There on the fitting 
stool he will always sense trends better 

[TURN TO PAGE 42, PLEASE] 
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Hotel 
Governor Clinton 


7th Ave. at 31st St., New York City 


A Hostelry Where Genuine Hospitality and 
Friendliness Reign Supreme 


1,200 rooms; $3.00 single, $4. .00 double, $5.00 


And they say our beds will just woo you to 


- Four restaurants, from an Old English Tavern, a 
Florentine Dining Room, a moderately-priced Coffee on. to pe 

course dinners in our beautiful Grill to the music ee ae 
ceheretee) of one of New York’s finest orchestras 


No finer viands, nor more siinditahadss served, 


be found in onyviere entire U. 
anywhere! 


Pennsylvania Station right across the street (gives 


you 30 minutes extra snooze at both ends of the day, and no 


taxi fares necessary). 
Bus lines (half a block away) direct to 42nd 
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Country Types for 


[CONTINUED FROM PAGE 23] 


whites off the customers feet by Labor Day.” At any 
rate, here is a selection to suit the most jaded sport 
shoe appetite. 

There is renewed interest in reversed calf, particu- 
larly in the better grades. It finds the best expression 
in bluchers and in winged tipped brogues. Lighter 
colored, boarded and grained calf is used extensively 
and some reptiles are seen for overlays on vamp and 
quarter and on lace stays. Oil-treated leathers are as 
prominent in this category as they are in street shoes 
and they have really created a new type of shoe. It 
is a heavy brogue with abundant pinking and perfora- 
tions, which: features a very heavy, crepe rubber sole. 
It is an unusual shoe for Fall promotion, but appar- 
ently manufacturers feel that if the young fellows must 
wear rubber-soled shoes during the Winter, then they 
are determined that these shoes will be correctly styled 
and made of suitable wet-weather materials. Grains 
are always strong in country shoes, and this year they 
are exceedingly important. If you examine the illus- 
tration you will find represented practically all sizes 
and types of grains, from the very fine thistle, through 
the Norwegian to the pebble and very important the 
new “long” grain. 


The blucher finds its strongest acceptance in these - 


rugged country shoes and the variety of different treat- 


ments and expressions given to it are amazing. The — 


preponderance of this pattern in these illustrations mav 
be explained by the fact that the shoes were photo- 
graphed just as they came across-the board. They 
were selected as best bets from a larger group of manu- 
facturers’ best bets which were submitted for pho- 
tography. | 

Specific descriptions of this merchandise will be 
found in the merchandise sources below. 


MERCHANDISE SOURCES 


Shoes on the First Page—Left to Right: 

A medallion-perforated, square-tipped, _five-eyelet 
blucher brogue. From J. P. SMITH SHOE CO. 

A three-eyelet jodhpur blucher in darker tan re- 
versed calf, with a light tan wing tip and quarter fox- 
ing. From EDWIN CLAPP & SON, INC. 

An extensive use of lighter colored calf in a heavy 
overlap with a medallion perforated Scotch tip makes 
this rubber solde oxford a very interesting country 
shoe. From JAMES A. BANISTER CO. 

Oil treated leathers and a rubber sole, an unusua! 
combination, but a very smart brogue. From WAI- 
TER BOOTH SHOE CO. 

The same treatment, with a still heavier rubber so! 
and over a much fuller last, makes it an interestinz 
country brogue. From E. E. TAYLOR CORP. 
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Fall and Winter 


GROUP ONE 

From Left to Right: 

A saddle shoe in tan reversed calf with genuine 
brown alligator trim. From STONE-TARLOW CO., 
INC. 

A four-eyelet blucher with full vamp in tan Nor- 
wegian, featuring crepe rubber sole. From COMMON. 
WEALTH SHOE AND LEATHER CO. | 

A four-eyelet Raglan blucher in dark reddish-brown, 
pebble-grained calf, with creased vamp and sewn lace 
stay detail. From A, E. NETTLETON CO. 

The Tally-Ho, a four-eyelet blucher with heavy har- 
ness detailing in tan Norwegian calf, full leather lined 
with an extra heavy wet-weather sole. From M. N. 
ARNOLD SHOE CO. 


GROUP TWO 
From Left to Right: 


A Raglan blucher, featuring a heavy crepe rubber 
sole. From RACINE SHOE MFG. CO. 


An interesting Tyrolean pattern, a peasant shoe with 
a broad strap and an interesting lacing, extremely wide 


_ welt features a bold white stitch. From JARMAN SHOE 


co. 

Tan Norwegian is shown here in combination with a 
Cordovan saddle. This shoe features an exceptionally 
wide welted heel seat. From STONE-TARLOW CO., 
INC. 


GROUP THREE 

From Left to Right: 

Smoked elk golf moccasin, featuring a stitched vamp 
blucher pattern and a crepe rubber sole. An Up-Town 
model from ROBERTS, JOHNSON & RAND. 

The Barge, a real Fall country sport shoe, which fea- 
tures a whole-vamp blucher oxford with a half-bellows 
tongue, water-resisting leather sole. Note the excep- 
tionally square moccasin effect and thong lace. This 
shoe is covered by U. S. Design Patent No. 95969. 
From THE STETSON SHOE CO. 


A moccasin makes the ideal golf shoe. Here is one 


- cut from Eskimo calf with a leather sole and heel and 


replaceable spikes. From M.N. ARNOLD SHOE CO. 


The Norwegian front combines with a kiltie tongue 
to make an interesting rough country shoe in briar-proof 


reversed calf. From THE FLORSHEIM SHOE CO. 


GROUP FOUR 

From Left to Right: 

A five-eyelet blucher pattern with overlay on vamp 
and quarter over a Walled last and featuring a crimped 
vamp. From HEYWOOD BOOT AND SHOE CO. 

A stitched type five-eyelet blucher with hand-sewn 
details on lacestay, featuring the new “long” grain. 


From JOHNSTON AND MURPHY. 


Wherever supple leather footwear is 
needed for active feet, whether for foot- 
ball, baseball and track, or for pounding 
the pavements in today’s hard, competi- 
tive sales’ jobs, Kangaroo will always be 
“tops”. Because Kangaroo, genuine 
Kangaroo, makes for foot happiness and 
foot health. 17% stronger, weight for 
weight, than any other leather, compara- 
tive weights of Kangaroo are strong, 
long-wearing and yet as pliable and 
comfortable as fine kid. Feature shoes 
of Kangaroo for active, well-dressed 
men. Get in on the profits that retailers 
are making with this finer footwear. 


GENUINE 


KANGAROO 


TANNED IN AMERICA BY 


SURPASS LEATHER CO. 


PHILADELPHIA 


RICHARD YOUNG CO. 


NEW YORK . 


ZIEGEL EISMAN & CO. 


BOSTON 
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No. 360—Black Boarded Calf W.T. 
bal oxford, Leather heel. 

No. 361—Same as above only in 
Brown Boarded Calf 
Leather. - 


Not Gust Shoes— 
But Shoes With @ Selling Feature 


Note the name on the arch-brace, 
visible to your customer’s eye; 
_ therefore, a helpful selling feature. 


No. 365—Black Boarded Calf 
oxford, Rubber heel. 
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Here is a line that retails at the popular prices the great mass 
of men like to pay for their shoes. Nu-Matic Shoes are flexible, 
100% nailless, correctly cushion the foot, and the Arch-Brace 
properly supports a weak arch and comforts the normal foot. 
Loyal repeat customers are a natural result. 


Catalog of men’s and women’s scientific patented Nu-Matics 


sent on request. Beware of imitations. 
Salesmen: Choice Territories Open 


Kot / lu Mlal 


CUSHIONED SHOES 


ROHN NU-MATIC SHOE MFG. COMPANY 
512 W. Florida Street, Milwaukee, Wis. 


d by 


Problems of the 


Growing Store 
[CONTINUED FROM PAGE 39] 


than in any other way. On the fitting 
stool, he. will also come to know in-- 
timately what his customers are think- 
ing and will have first-hand informa- 
tion of the daily problems of his sales 
organization. There is no better way 
to humanize a retail store than from 
the contacts made on the fitting stool. 
And when a shoe store is thoroughly 
humanized, then there is absolutely no 
question of its long, continuous service 
to the community.” 


Lasky Shoe Store Expanding 


MARION, IND.—A streamlined interior 
and indirect lighting will characterize 
the new addition to the Lasky Shoe 
Store, now being constructed as a de- 
partment of the Richard’s Clothing 
Store. Carpet will be of deep red and 
chromium will be used in fixtures and 
decoration. A separate modernistic en- 
trance is being built, 

Harry Lasky, head of the Lasky Shoe 
Store, is in charge of the new addition 
which is being opened to provide more 
selling space. The original store, twice 
enlarged in recent months, is still in- 


sufficient to accommodate growing busi- 
ness. 

John Ring, with Lasky for five years 
and formerly with the Blumenthal De- 
partment Store, will be manager of the 
new unit. Only the better grades of 
shoes will be stocked in the new store, 
which is expected to be opened for busi- 
ness in August. 


Robinson’s Shoe Salon 


Enlarged 

Los ANGELES, CALIF. — When com- 
pleted about August 15, the third floor 
Shoe Salon of the J. W. Robinson Co. 
will probably be the largest shoe de- 
partment in the country serving the 
fine shoe trade exclusively. Workmen 
are now enlarging the present shoe 
section so that it will have some 36 
more chairs and wall capacity for 6000 
more pairs of shoes. Many of the fur- 
nishings for this department are now 
being especially made abroad. Retail 
prices here start at $11.75, with the 
play on the $14.75 grades. Department 
manager Paul Kirsh has planned many 
exquisite new shoes for the opening. 


New England Production 
Gains 

Boston, Mass.—The New England 
shoe states produced 9,913,902 pairs of 
shoes in June, which was 6 per cent 
above the output in June, 1936, and 
was the highest level ever produced in 
any previous June except during 1933, 
in the peak pre-NRA period, according 
to an analysis made by the New Eng- 
land Shoe and Leather Association 
based on statistics just released by the 
U. S. Bureau of the Census. 

During June the Massachusetts shoe 
industry reported a gain of 5 per cent 
over the same month a year ago, while 
New Hampshire’s gain was 22 per cent. 
Maine was the only state to show a 
loss in this period, one of 7 per cent, 


’ which was largely the result of cur- 


tailed. production resulting from a 
strike in the Auburn-Lewiston shoe 
district. .The New England shoe states 
made a relatively poorer showing dur- 
ing June than other states because 
their production is largely confined to 
women’s shoes, mostly of the novelty 
type, and the month of June is cus- 
tomarily one of low output in this 
type of footwear. 

New York led all other states in pro- 
duction during June with a total out- 
put of 7,341,482 pairs, which was 18 
per cent greater than its output in 
June, 1936. 

For the six months period ending 
in June, the New England states pro- 
duced a total of 80,326,851 pairs, rep- 
resenting a gain of over 10 million 
pairs or 15 per cent over the corre- 
sponding period in 1936. Massachu- 
setts’ gain in this period was 14 pcr 
cent, that for New Hampshire 20 per 
cent and for Maine 9 per cent. 
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Quicx FLIGHT for Luncheon from 
Connecticut to Manhattan, from 
Santa Monica to San Francisco, is 
not too much for this autumn’s 
young crop. With equal aplomb, 
they wear shoes of kidskin—light, 
easy, flattering. in tune with abun- 

dant living. Kid of McNeely tan-- 

nage is a satisfying choice for men’s 
and women’s shoes. 


DELISO turns out a 
ndies Brown 


pump of 
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EDWIN CLAPP, INC., pro . 
Il-tailored men’s 


duced the we 
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Kid, No. 19. 
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Our latest development — Diamond Brand Fast — 
Color Eyelets with Aluminum barrels — are now 
available to shoe manufacturers in a wide selec- 
tion of standard colors and sizes. 9, 
These new eyelets merit the consideration of 
manufacturer and retailer alike. nie 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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NATIONAL NEWS 


To Limit Attendance at Leather Show 


Priority During First Day and Second Forenoon to Be Given 


to Shoe and Leather Accessory Manufacturers, 


New York — Unusual 
made it necessary to advance the dates 
of the Official Opening of American 
Leathers sponsored by the Tanners’ 
Council of America, and the Style Con- 
ference for Spring and Summer, 1938, 
under the direction of the National 
Shoe Retailers Association, which will 
be held at the Waldorf-Astoria, New 
York, on Sept. 9 and 10, the latter part 
of Labor Day week. It is expected, 
however, that many shoe manufac- 
turers, particularly those interested in 
volume selling, will welcome an oppor- 
tunity to see the new leathers nearly 
two weeks earlier than is ordinarily 
possible. 

From the inception of the leather 
openings in 1928, the Tanners’ Council 
felt that these events would become an 
indispensable institution in the shoe 
and leather trade. The single purpose 
to which these shows were dedicated 
and the consistency with which that 
purpose has been maintained, have 
steadily increased their importance 
and value. 

At the April show, in the interests 
of the several associated industries, 
attendance was limited for the first 
day and the morning of the second to 
shoe and leather accessory manufac- 
turers, wholesalers and retail dis- 
tributors. This new departure of limit- 
ing attendance for part of the time 
was inspired by the desire to give 
greater opportunity for direct con- 
tacts between the tanners and their 
customers. The success of the first 
attempt along these lines and, with 
but a few exceptions, the whole-hearted 
observance of the spirit of the limita- 
_ tions: upon attendance by members of 
the allied and supply trades indicate 
that. this was a progressive step. A 
few people, apparently not familiar 
_ with the new policy that had been in- 
itiated, obtained admittance because of 
a misunderstanding, but officers of the 
Tanners’ Council were pleased. to ob- 


Wholesalers and Retail Distributors 


conditions 


DATES TO REMEMBER 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, 

August 31, 1937 


Official Leather Opening, | 
Council of America, and N.S.R.A. 
Style Conference for Spring, 1938, 
Waldorf-Astoria Hotel, New York 

September 9, 10, 1937 


New York State Shoe Retailers Asso- 


ciation, 19th Annual Corin, 
Hotel Ten Eyck, Albany, N. 


October 3, ‘23 5, 1937 


Spring Style Opening Shoe Fashion 
Guild of America, Hotel manners. 
New York....... November 1, 2, 3, 1937 


National Shoe Fair, Hotel Stevens, 
Chicago, Ill....... January 3, 4, 5, . 1938 


Northwestern Shoe Retailers Re- 
gional Association Annual Con- 
_vention - Exposition, Hotel Radis- 
son, Minneapolis, Minn. 


January 9, 10, 11, 1938 


J oles Convention and Exhibition South- 
western Shoe Travelers Association 
and Texas Shoe Retailers Associa- 


tion, Fort Worth, Texas. 
January 9, 10, 11, 12, 1938 
Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, 
jamin Franklin Hotel, Philadelphia, 
|, eee January, 16, 17, 18, 19, 1938 


Indiana Shoe Travelers’ Ass’n, 15th 
Annual Convention, Claypool Hotel, 
Indianapolis, Ind...Jan. 16, 17, 18, 1938 


serve that the “gate-crashers” were few 
in number. 

All trade factors are, of course, in- 
terested in the shows, but they remain 
especially important to those who pro- 
duce and sell shoes and leather goods. 
Priority in attendance will be given 
again, therefore, to members of these 


WEEK 
AUG.28 


SEPT.4 


trades in order that they may: have 
the fullest, opportunity to view and dis- 
cuss leather and shoe trends with the 
exhibiting tanners. All restrictions 
upon admission will be removed during 
the afternoon of Sept. 10 and a héarty 
welcome is extended to all allied and 
supply branches of the shoe and leather 
trades to. visit the exhibit at that time. 

Cards will be issued by the Tanners’ 
Council to expedite the admission of 
those entitled to attend the show during 
the first day and a half. 


C. W. Rushton Moves Store 


Los ANGELES, CALIF.—C. W. Rush- 
ton has opened a fine new exclusive 
shoe store at 744 W. 7th Street, right 
next door to his former location in 
Peterson’s Woman’s Shop. Leased 
space in Peterson’s had been occupied 
for the past 11 years. 

The new store is most pleasing in | 
its treatment. Bright, cheerful, yet 
restful colorings have been most effec- 
tively used. This store has always spe- 
cialized in the larger sizes, from 6 to 
12 in women’s shoes. Many new pat- 
terns have been added so that the house 
boasts of having one of the most com- 
plete lines of large sizes in the country. 
All types of shoes are stocked in widths 
from 5 A’s to E’s, smart evening shoes, 
dressy street, comfortable daytime as 
well as active and ena sports 
footwear. 
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WEAK ARC 


cinerea td fitting to EACH Foot’s Need—the Only True Correction! 


In these headlines you have the reason why 
Dr. Scholl’s Arch Supports are so success- 
ful in cogrectiog foot arch troubles. 


plain why so many ple poe 
oo had ch si 


BOOT AND 


And 
d in so-called “ar 


the relief they h f holl 
reli ey ho ior. . . Dr. Scholl’s 
Arch Su 
dividu 
and then raised as the condition i 
until the arches are normal. 


ports being adjustable can be in- 
fitted an a moles to each foot 
improves 
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EVERY CASE IS DIFFERENT—EVERY 
CASE IS INDIVIDUAL 


These facts are brought to the attention of 
ing Cam m. L1€ up to it for prot- 
THE SCHOLL MFG. CO., 
Inc., Chicago, Ill. 


Grand Haven, Mich.—The Eagle-Ottawa Leather Company recently showed an 
leather merchandise was loaned by manufacturers of leather 


the Eagle-Ottawa 
fs different grains, grades and colors, 
leathers are shipped. 


Leather Company 


300 leather hides 
a complete outline of the 
of tan bark. A large world map at 
foreign countries to which Eagle- 


belts, holsters and the 


- Movie Players in 
Shoe Publicity 


CALIFORNIA—Doris No- 
lan, Universal star; Lois January, ap- 
pearing in Warner Brothers Pictures; 
and Toby Wing, well-known free-lance 
player will appear in national maga- 
zine advertising for Jolene Shoes this 


Fall, endorsing the idea of styling fash- the Octo 


ion footwear in. ‘Hollywood. Jean 


Rogers, featured in Universal Pictures, 
and Andrea Leeds, Sam Goldwyn Pro- 
ductions player have already been fea- 
tured. A point will be made of carry- 
ing out the Hollywood atmosphere in 
the advertisements. 

The Tober-Saifer Shoe Company, St. 
Louis, Mo., distributors of Jolene Shoes 
announces that the first ad of the new 
Fall campaign will be a full page in 


zines. A complete line-up of seiling and 
merchandising helps for dealers has 
been developed for this Fall by the 
Tober-Saifer Advertising Department. 


Hengerer’s Add Men’s 
Department 


BUFFALO, N. Y.—J. Edward David- 
son, president of the Wm. Hengerer 
Co., one of the two local units of the 
Associated Dry Goods Corp., of New 
York, announces that a new depart- 
ment for the sale of men’s shoes will 
be introduced with the completion of 
the $1,000,000 new building and mod- 
ernization program now getting under 
way. The company has not heretofore 
carried men’s footwear although large 
departments for the sale of women’s, 
misses’ and children’s shoes are main- 
tained by the store under the personal 
merchandising supervision of Mr. 
Davidson. 

The Wm. Helkantes Co. has pur- 
chased a site adjoining its store on the 
north which will be used for the con- 
struction of a new 7-story addition. 
The general architectural theme will 
conform to the new 7-story frontage 
of the present building now under con- 
struction which will be completed later 
in the year. 


Snow Boots for the 


Fireside Fan 


Boston, Mass.—Snow boots of white 
elk are new for those who spend 
Winter week ends in the snow lands. 
The whiteness of the elk is amplified 
by the use of bright colored threads 
for stitching in the moccasin insets, 
also, fancy colored welting, bizarre 


looking laces and collars of Scotch 


plaid. 

These snow boots are not for skiers, 
snow shoers and others who thrive 
on the snow field, but are for those 
who tarry at the inns, and sit by the 
fire, reading, knitting or talking things 
over. 

The tavern keepers in New Hamp- 
shire are working already on the 
Winter’s entertainment, and they are 
thinking up a lot of new ideas for en- 
tertainment of the indoor sort. 


Zhi 
Exhibit Shows Various Uses of Leather ae 
| 
| 
oducts for this exhibit. . 
4 
costumes, Nand complete exhibition oj s 
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Forsythe Shoe Stores Hold Annual Outing 


Employees of 1 of the Baltimore and W 


Stores of the Forsythe Shoe Chain 


Washington 
at their annual outing on the lawn before the “Anchorage,” Severn River Bridge, 


Anna 


BaLTImMorE, Mp.—On Sunday, Aug. 


8, the Baltimore and Washington 
stores of the Forsythe Shoe Chain held 
their annual outing at the “Anchorage,” 
Severn River Bridge, Annapolis. An 
elaborate program, including a baseball 
game between the Baltimore and Wash- 


ington stores, bingo, swimming, boat- 
ing, dancing and entertainment insured 
the enjoyment of all present. Prizes 
were given to the winners of the games, 
and a watermelon party on the beach 
was one of the main features of the 
day. 


IN THE WINDOW 


Olympic 


. before snow 
isin the hills 


© Skiing’s becoming more popular yearly 

—ski boots more in demand. Many of 
your regular customers will a 

gd extra service you can give 

carrying a complete line of ski 


makes America’s 

‘Rass Boots are 

ed them, ex- 

experts tested them. 
American an Olympic von Team was 
customers 


list and free folder. G. H Bass & Co., 
132 Main St., Wilton, Me. 


BASS SKI BOOTS 


General Shoe Co. 
Receives Award 


TULLAHOMA, TENN.— That “man 
hours and the man” have been con- 
sidered highly important at the Tulla- 
homa plant of the General Shoe cor- 
poration is evidenced by the award of 
a bronze plaque to the plant by the 
Liberty Mutual Insurance Company, 
underwriters of group insurance for 
the corporation plant. More than 
2,000,000 man hours have been worked 
at the Tullahoma plant without a lost 
time accident since the factory began 
operations on July 5, 1934. 

At the ceremonies during which the 
plaque was presented to Dave C. Curtis, 
manager of the factory, J. T. Metcalf 
and E. B. Manning, district chief engi- 
neer and resident engineer of the 
Liberty Mutual’s Nashville office, re- 
ported that the record set by the Tulla- 
homa plant was one of the most out- 
standing they had ever received. 

W. M. Jarman, president of General 
Shoe, attended the ceremonies and con- 
gratulated employees of the plant on 
their record. 


Butler’s and Pollock’s 
Not Merged 


Miami, Fla.—Butler’s, Inc., southern 
shoe chain, wish it to be known that 
there has been no merger between their 
company and Pollock’s, Inc. There 
were preliminary negotiations entered 


BUILD GREATER 
PROFITS AND 
GOODWILL WITH 
BALL - BAND 


FOOTWEAR 


BALL-BAND 


RUBBER .. . LEATHER 
CANVAS . . WOOLEN 


into between these two companies, but 
these negotiations have since been with- 
drawn. 


Craddock-Terry Employees 
Enjoy Outing 

LYNCHBURG, VA.—Employees of the 
Craddock-Terry Company enjoyed im- 
mensely the outing to Lakeside Park 
on August 7th. Among the features 
of the day were a beauty contest, roll- 
ing pin and pie eating contests, as well 
as the regular amusements which the 
park offered. Prizes were awarded to 
the winners, and the day was one which 
marked a notable event in the com- 
pany’s history. 


P. J. Buchborn to Manage 
Surpass Plant 


PHILADELPHIA, Pa.— George Rey- 
nolds, manager and superintendent of 
the Gloversville Plant of the Surpass 
Leather Company has announced that 
he will retire from that position in 
order to resume his duties as assistant 
of the Company’s main plant in Phila- 
delphia. P. J. Buchborn has been ap- 
pointed manager of the Gloversville 
plant, Harold G. Morris, superintendent 
in charge of manufacture, and Walter 
W. Hutcheson, Jr., his assistant. 
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Dancing Shoes and Taps 


PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 


Band C $1.50 
AB and C $1.50 
ABandC $1.60 
DAVID T. NATHAN 
138 Lincoln Si. Boston, Mass. 


Ski Boots 


SAW YER'S 
SKI BOOTS 


RIGHT IN QUALITY 


RIGHT IN PRICE 
Write for catalog of 
yer Sport Shoes 


Carton Labels 


LA BELS 


Come to the firm where the better carton labels are 


TOLMAN- - DAVIDSON. 
—ADVERTISING PRESS, Inc. 
113 Lincoln Street, Boston, Mass. 


Obituaries 


‘Mrs. Raymond A. Gillett 


Boston, Mass.—Mrs. Ruth H. Gil- 
lett, wife of Raymond A. Gillett, well- 
known shoe traveler, died recently at 
her home in Needham, Mass., following 
a long illness. Funeral services were 
held August 12 with burial in Man- 
chester, N. H. Mr. Gillett is New 
England representative of D. Myers 


& Sons, Inc., of Baltimore. Mrs. Gil- 


BOOT AND SHOE RECORDER, August 21, 1937 


Walk-Over Shoes Selected 
for Stewardesses 


American Airlines, Inc., has adopted 
Walk-Over Shoes as standard footwear 
for its stewardesses. Above are shown 
three stewardesses of “The Largest Air- 
line in the United States” examining 
a pair of Walk-Over Shoes, with a giant 
new 21-passenger Flagship in the back- 
ground. 


lett was a graduate of the Manchester, 
N. H., High School and of Mt. Holyoke 
College. She had lived in Needham 
for thirteen years, where she was an 
active member of many clubs and civic 
organizations. 


Alexander W. Muir 


Mass. — Alexander W. 
Muir, 63, dean of the shoe clerks in this 
city, died recently at his home here, 
from a heart attack. Mr. Muir had 
not been in good health for over a year, 
but he was at the D. W. Cosgrove Shoe 
Store where he worked, every day. 

He was born in Boston, but moved to 
Marlboro 60 years ago. During High 
School, Mr. Muir worked as a shoe 
clerk in the Cosgrove store on after- 
noons. Recently he celebrated his 52nd 
year of service with the store. 

He is survived by his wife, one son, 
two daughters, a sister and two grand- 
children. Services were held at St. 
Mary’s Church with burial in the par- 
ish cemetery. 


Augustine J. Mahony 


Boston, Mass.—Augustine J. Ma- 
hony, born September 1, 1870, passed 
away on August 10 at the City Hos- 
pital, Boston, after a short illness. He 
was operated on for an intestinal dis- 
order and developed a fatal attack of 
pneumonia. 

Mr. Mahony was for many years 
connected with the P. J. Harney Com- 
pany of Lynn, Mass. He later formed 
a shoe corporation under the name of 
the Lawrence Shoe Company at Me- 
thuen, Mass. 


The funeral was from the home of 


“NEW BUSINESS” 


"New Business" is ever the con- 
cern of the dealer in juvenile 
shoes. As older children graduate 
into adult departments, young 
ones must be brought in to keep 
the life stream flowing. Because 
Mrs. Day's Ideals are the natural 
choice of millions of mothers— 
her Hard Soles (2-8) prove to be 
most potent builders of new juve- 
nile business. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Sole—Iintermediate 


FLEXIBLE HARD SOLES 


his sister, Mrs. William J. Kennedy, 
16 Compo-Secco Street, Lawrence, 
Mass., from which city he was buried. 

He held membership in several trade 
and fraternal associations, among them 
being the Boston Shoe Travelers’ and 
the National Shoe Travelers’ Associa- 
tion. 


I. S. Cohen 


DALLAS, Texas—I. S. Cohen, who 
traveled for the Paramont Shoe Co., 
died July 28 at a hospital in Oklahoma 
City, Okla. 

Prior to representing the Paramont 
line, he was identified with the Samuels 
Shoe Company and traveled in Okla- 
homa and Arkansas. He had many 
friends among the merchants and trav- 
eling salesmen of the industry. The 
funeral was held in Dallas, Tex., on 
July 29. 

Mr. Cohen was a member of the 


Southwestern Shoe Travelers’ Asso- 


ciation since its organization. 


John Nordenfoss 


Rice LAKE, Wis.—John Nordenfoss, 
70, a shoe merchant here for almost 5) 
years, died suddenly July 28. Mr. 
Nordenfoss was a native of Sweden 
and had retired from active~ business 
several years ago. 
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‘COMING » GOING 


000 ROOMS WITH BATH IN 
H. FULLER STEVENS, Manager 


CHICAGO ly Harry McEvoy, Hotel Sherman 
PITTSBURGH Jy Bothwell & Warner, Standard Life Bidg. 


1937 


Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 


These 
vidual 


SHOE STORES 


Attractive Chairs can be pur- 


chased in units a containing as many indi- 


seats as desired. 


The sturdy chromesteel construction and a 

Fabricoid Yupholstery will stay new looking and 

attractive after long service. 

Modernize your store with these practical inex- 
sive Chairs. 


rite 
giving 


free book showing installations and 
price list. 


CHARLES, ILLINOIS 


Milwaukee Business Improves 


MILWAUKEE, WIs.— Second quarter Novel Window for the 


indices for Milwaukee business in 1937 
generally exceed those of the first three 
months of 1936, according to the quar- 
terly business report of the research 
bureau, Milwaukee Association of Com- 
merce. 

Factory payrolls and employment set 
all-time highs in Milwaukee during 
April, with factory employment rising 
2.2 per cent and payrolls 3.1 per cent 
from May 15 to June 15. 

Retailers were generally busy, the 
three-month sales volume for depart- 
ment stores exceeding that of 1936 by 
11 per cent with sales from all stores, 
based on reports of the credit bureau, 
Milwaukee Association of Commerce, up 
to 18.5 per cent. Newspaper advertising 
linage gained 5.6 per cent. 

Bank debits and clearings reflecting 
transactions in all lines of business both 
increased, though the gains were com- 
paratively less than during the first 
quarter. Postal receipts increased from 
$1,204,795 to $1,271,548, a gain of 5.5 
per cent. 


New Shoe Co. for Lynn 


LYNN, MAss.—Sarra Shoe Co., Inc., 
248 Broad Street, Lynn, wholesale and 
retail shoes, has been incorporated and 
capitalized at $15,000; 150 common 
Shares $10 each. Officers are Frank 
Sarra, president; treasurer, John T. 


Hamill, and clerk, Robert L. Sarra. 


Small Store 


Dayton, Ohio—An attractive example 
of what can be done in the way of win- 
dow display in the smaller shoe store in 
this display recently used by Altenburg’s 
Foot Analysis Shop, here. 

Backgrounds and floors were of a 


‘medium blue. Long light tubes on each 


side were covered with white rayon 
which diffused the light and lent a novel 
effect to the display. All signs and cut- 
out letters were white. 

This setting was particularly effective 
for the display of white shoes as the 
contrast was very striking. The only 
outstanding color used was the bright 
red potted plants. 


Marconnet Resigns from Selby 


NEw York, N. Y.—H. E. Marconnet, 
who has been connected with the Selby 
Shoe Company of Portsmouth, Ohio, for 
the past twenty years, as salesman in 
the metropolitan district and vicinity 
as well as the larger cities throughout 
New England, severed his connection 
with the firm on August 9. 

Mr. Marconnet maintained his office 
in the Bush Building, New York City 
for nineteen years and for the past 
year has been at the Empire State 
Building. 

His record of service with the com- 
pany has been an outstanding one. 
After a short vacation and rest, Mr. 
Marconnet will announce his plans for 
the future. 


Running Series of Clever Ads 
DETROIT, MicH.—Hack Shoe Com- 
pany, downtown corrective shoe store, 
has started a new series of ads in the 
Detroit Free Press which are being 
widely and favorably commented upon. 
The ad is so designed that it represents 
a miniature newspaper, divided inté 
two sections. A recent “edition” in one 
column tells the story of the corrective 
shoe business, while the other side is 
devoted to “Facts Worth Knowing.” 
Nathan Hack reported that selling 
of Fall shoes had started at least a 
month earlier than in previous years 
and that they have sold more Fall 
shoes since July 15 than Summer shoes. 
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Children's Shoes 


be Pedicra 
SHOES 


PEDICRAFT aaa & Ritner Sts., 


Sccentifically 


Shoe 


HUMBOLDT TENNFS 


Capitalization 

BALTIMORE, Mp. — The Southern 
Shoe, Manufacturing Co., of Hagers- 
town, Md., has increased its capital- 
ization to $1,100,C00, consisting of 9000 
shares of preferred stock, each having 
a par value of $100 and 8000 shares 
of common stock, each with a par value 
of $25. 


John W. Coffey 


Roxspury, Mass.—John W. Coffey, 
54, president of the W. G. Donald 
Leather Company of Boston for 10 
years, died July 30 at his home, 419 
South Huntington Avenue, Roxbury, 
following an illness of two months. 

Entering the leather business at the 
age of 14, Mr. Coffey worked his way 
up in the ranks of the L. E. eae 
Leather Company. When his employer 
died the business was left to the three 
senior employees of the firm, one of 
whom was Mr. Coffey. 
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Philadelphia Shoe Club 
Elects Officers 


PHILADELPHIA, Pa.— The Philadel- 
phia Shoe Club elected its officers at 
its annual dinner meeting. Harry M. 
Feinsinger was elected president, Harry 
Bell, Jr., and Charles F. Woltman, vice- 
presidents, Morris Freedman, secre- 
tary, and W. Delamenter, treasurer. 


HARRY M. FEINSINGER 


The progress made by the Philadel- 
phia Shoe Market was the subject of 
the annual message delivered by How- 
ard M. Alexander. The excellent ad- 
vances made in the “Buy in Philadel- 
phia” campaign were stressed as well 
as the progress made in producing 
better relations and understanding be- 
tween retailers and wholesalers. The 
effects of a more efficient, more aggres- 
sive transportation system were enu- 
merated, and the possibility of Phila- 
delphia’s becoming the permanent 
convention center was considered to be 
due to the fine work done by the Con- 
vention Committee of the Shoe Club. 


M.F.L. Fights Foreign 
Shoe Imports 

Boston, Mass.—The Massachusetts 
Federation of Labor, combining in its 
membership all unions affiliated with 
the American Federation of Labor, has 
taken a strong stand on the side of the 
New England Shoe and Leather Asso- 
ciation, currently fighting against con- 
tinued imports of Czechoslovakian 
shoes. A resolution directing the 
United States Tariff Commission to 
undertake an investigation of the dif- 
ferences in cost of production in that 
country and this, is now before the 
United States Senate. 

At its recent convention in Lowell, 
Mass., the federation unanimously 


‘passed a strongly favoring 


1937 


RETAILERS | 


‘DO NOT DENY 
that permanently waterproof 


leather soles are an asset. 
The problem hes been to 
get the right sole. 
LEATHERPLUS solves 
that! Not a “doped” sole— 
but scientifically tanned and 
treated to achieve perma- 
exceptional flexibility . . . 
and good looks. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


Lt 


LEATHERPLUS 


The perfect leather sole 
for all outdoor shoes 


the Senate resolution, recommending 
that the duty on these imported shoes 
in the future be based on the American 
selling prices of similar shoes, and 
pointing out that “the production costs 
of foreign-made shoes are much lower 
than the costs of manufacture in this 
country because of the low level of 
wages paid foreign workers thus en- 
dangering our American union scale of 


wages.” 


Collins & Morris Plan 


New Unit 


St. Louis, Mo.—After opening up 
their third factory, the Collins & Morris 
Shoe Company announce that they are 
laying plans for a fourth producing 
unit. W. L. Collins, president of the 
company, says that the exact location 
of the new plant has not yet been 
decided upon. 

Their third plant went into opera- 


tion two weeks ago with a reported 


capacity of 7,000 pairs daily. The 
other two plants are located in Saint 
Louis and Owensville, Missouri, with 
a capacity of 4,000 and 6,000 pairs 
respectively. The contemplated plant 
will have an approximate capacity of 
5,000 pairs per day. Collins & Morris 
Shoe Company is one of the industry’s 
youngest concerns, having started in 
business with a small plant only four 
years ago at Marine, Illinois. 
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“ANKLE-HI” 


Tair _Torms 


e 
shee 
Licensed Manufacturing Branches: 
Northampton, England 

Melbourne, Australia 

Paris, France 

Frankfort, Germany 

Mexico City, Mexico 


on’t hide the Beauty 


that women look for! 


No woman ever bought a pair of shoes just to keep 

her feet warm. What she does buy is BEAUTY. 

And you can't convince a woman that her foot will 
look pretty in your shoes if you show them, all bulged and wrinkled, just as 
they come from the box. If you want to sell the new, "Flared Fashions" for 
Fall, put an “Ankle-Hi" Fairy Form in every shoe you show. They'll look twice 
as smart... they'll be twice as saleable. They come with open top for use 
with hosiery . . . with closed top for shoes alone. You need them to sell the 
new Fall fashions. Write for price NOW. 


SHOE FORM CO. 


AUBURN, NEW YORK 


UNITED LAST CO., LTD 
MONTREAL, CANADA 


For further facts, call the nearest branch office of the United Shoe Machinery Co. 


Trade Literature 


Functional Foot Disorders 


“Functional Foot Disorders” is the 
title of a volume by Dr. John Martin 
Hiss, B. Se., D.O., M.D., which has 
been published by the University Pub- 
lishing Company of Los Angeles, Cali- 
fornia, and which is described as a 
textbook for students, doctors and shoe 
men. The preface explains that the 
purpose of the book is to establish a 
basis for a better understanding of 
functional disorders in human feet. It 
is based on the practical experience of 
Dr. Hiss in his foot clinics, which have 
become well known to most shoe men 
interested in the corrective branch of 
the business and during which over a 
quarter of a million treatments have 
been administered to the feet of pa- 
tients. 

In the twenty-two chapters compris- 
ing this volume, feet are classified and 
each type of foot is thoroughly dis- 
cussed as to etiology. diagnosis, path- 
ology, functional changes, treatment 
and shoe fitting problems. A thorough 
discussion of shoes and their effects on 
the functions of the foot, together with 
certain definite “Rules Of Conformity” 
(principles in harmony with the shape 
and action of the foot) should be of 
interest to both the shoe manufacturer 
and the retailer. Dr. Hiss does not 


limit himself to a mere theoretical dis- 


‘chapter by Dr. Hiss. 


cussion of these phases. He writes 
from a practical standpoint and re- 
veal:; a thorough knowledge of the 
problems confronting the manufacturer 
and the retailer who attempt to design 
and to stock a shoe which will be ac- 
cepted by the style-conscious customer 
and also provide the support needed by 
the foot. Dr. Hiss defines a proper 
shoe as being “one that will let the 
foot entirely alone, and at the same 
time furnish a balanced foundation 
upon which it can function.” 

His chapter on “Shoe Fitting” is one 
that should be read by everyone who 
has anything at all to do with selling 
shoes. It provides a practical working- 
plan of methods in fitting shoes to all 
types of feet, classified in another 
These fitting 
principles take into consideration the 
various peculiarities of different types 
of feet and the proper lasts which will 
give them the utmost support and 
comfort. Moreover, his plan is simple 
to understand, and one which would 
make for better foot hygiene if car- 
ried out on the scale it deserves. 


Careful Fitting Increases Sales 


FALL River, Mass.—Business in the 
Treadeasy Shop at McWhirr’s is 26 
per cent ahead for July of the present 
year as compared with July of the pre- 
vious and 35 per cent better for the 
first six months of the current: year as 


compared to that period in 1936, ac- 
cording to Eugene A. Lamont, depart- 
ment manager. 

Mr. Lamont’s sales record tops the 
percentage increase of all Treadway 
shops, a record that has been highly 
pleasing to this department manager. 

Mr. Lamont specializes in corrective 
shoe fitting, finding that the greater 
a customer’s foot suffering is, the surer 
he is of getting a satisfied return cus- 
tomer, He works very closely with 
podiatrists in Fall River and neighbor- 
ing cities and towns, visiting the of- 
fices of doctors and the homes of pa- 
tients for shoe fittings. 

This type of business sells his $9.50 
shoes and most trips result in the sale 
of five or six pairs of shoes. Visits are 
made regularly, in co-operation with 
several doctors, and Mr. Lamont 
studies the patient’s foot at one visit 
and delivers the shoes at the following 
visit. 


Launch Drive for Members 


HARRISBURG, PA. — Twenty-one paid 
members were reported at a recent 
meeting of the membership committee 
of the Harrisburg Shoe Retailers’ Asso- 
ciation. A drive has been launched to 
have all shoe merchants and managers 
in the city join the association. V. L. 
Morris, manager of the Walk-Over 
Shoe Store, is chairman of the com- 
mittee. 
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28 Goodhue St., Salem, dag 


New Types of Gaiters 


Boston, Mass.—Design patents have 
been applied for by the Cambridge 
Rubber Company of Cambridge, Mass., 
covering six new types of gaiters now 
being offered to the trade for late Fall 
and Winter selling. 

_ 4 These new types of rubber footwear, 
“4 according to George H. Bingham, Jr., 
sales manager of the company, con- 
trary to the usual procedure, were 
created not merely for the sake of 
having something new, but because of 
the demand throughout the trade for 
ae _ @ type of rubber footwear which could 
_ @ be used to grade up to a profitable 
price level and avoid competing with 
the lower-than-a-dollar types now on 
the market. 

Advance sales of these shoes, Mr. 
| Bingham says, have been highly satis- 
factory. 


| 163 Men to Carry 


Ball-Band Line 


MISHAWAKA, IND.—One hundred six- 
ty-three Ball-Band salesmen are start- 
ing their regular Fall. trip bse the new 


19388 Canvas Sport Shoe (Tennis) and 
Summerette Lines. One hundred forty- 
two of these men represent the Mishaw- 
aka Rubber & Woolen Manufacturing 
Company directly and twenty-one are 
representatives of Dunham Brothers 
Company of Brattleboro, Vermont, who 
are distributors of Ball-Band Footwear 
in New England States and in Greater 
New York. They will visit nearly 60,- 
C00 stores which are on the list of Ball 
Band customers. 


Shoe Club and Shoe Travelers 
Hold Golf Tourney 


New York, N. Y.—The Shoe Club of 
New York and the Boot and Shoe 
Travelers’ Association held a joint golf 
tourney August 12 at the Cold Stream 
Country Club, East Hampton, Long Is- 
land. The fifty who attended enjoyed 
themselves immensely and determined 
to hold this function annually. 

The average: score of the first ten 
men was calculated to decide the win- 
ner of the contest. The Shoe Club was 


_ victorious with an average score of 98, 


while the Travelers followed with a 
score of 102. Low gross prize was won 
by Sam Schwartz of Schwartz & Ben- 
jamin, Inc., with a score of 86, while 


Tom Callahan won the low net prize 


with a score of 61. 

At dinner a trophy was presented to 
the Shoe Club as winner of the tourney. 
This trophy is to be perpetual and will 
go yearly to the victor of the tourna- 
ment. 

Credit for the success of the outing 
went to Charles Haveranck, secretary 
of the Boot and Shoe Travelers’ Asso- 
ciation, Jim Baker, Leonard Friedman, 
and Ronnie Mermelstein. 

Below is a list of the scores made at 
the outing: 

Shoe Club 
Gross Handicap Net 


Ronnie Mermelstein... 104 30 74 
Leonard Kushins ...... 113 27 86 
94 25 69 
Jack Zirkel ........... 111 25 86 
Barney Kimless ...... 161 30 131 
Harry Kushins ....... 120 30 110 
Abe Plotkin ........... 40 30 110 
William Bressler ...... 102 30 72 
Sam Schwartz ........ 86 18 68 
Herman Schaffer ..... 110 30 80 
G. Schwibner ........ 152 30 122 
L 100 30 70 
10 30 80 
Leonard 107 30 77 
90 26 64 

Tom Callahan 87 26 61 
106 30 76 
Bert Steinhart ........ 118 30 88 


Boot and Shoe Travelers’ Association 
Gross Handicap Net 


Louis Friedman ...... 92 13 719 
E. 106 30 16 
122 30 92 
R. A. Hutmacher 112 22 88 
ree 118 30 88 
James Baker .......... 111 26 85 
A. G. Smith .......... 106 24 82 
Jerry McMeal ........ 118 26 92 
George Burrows ...... 108 24 84 
e Daven ........ 135 30 105 
Norman Philips ...... 124 30 94 
Puetting: 114 30 84 
G. E. Van Meter ...... 104 28 76 
O. J. Sullivan ........ 114 30 84 
Tom En lish 05 30 15 
90 30 70 

R. Emmett ........... 1 18 82 
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Prison Shop to Increase 
Production 


,MIcHIGAN City, IND.—The addition 
of $20,000 worth of new machinery sup- 
plied by the John N. Wald Co., Hunt- 
ington, Pa., will enable the Indiana 
state prison shoe shop to increase its 
daily output to 250 pairs, although 
present plans call for a daily produc- 
tion of 100 to 150 pairs. Production is 
scheduled to begin around October 1, 
and to be sold to political subdivisions 
of the state, to comply with existing 
state laws which prevent marketing of 
prison-made goods to private concerns. 


C. F. Arnold Retiring 


FREMONT, OHIO—Carl F. Arnold and 
his wife, owners of Arnold’s Shoe Store, 
one of the oldest and best known stores 
here announced their retirement from 
the retail shoe business. They éxpect 
to take a vacation before deciding upon 
their future business plans. The store 
will continue operation under the man- 
agement of Walter J. Hoffman who has 
been with Arnold’s for twenty-three 
years, and Carl J. Tremper. The store 
has operated continuously since its pur- 
chase by Mr. Arnold twenty-eight years 


ago. 


Oversteps Relief Shoe Quota 


BurFraLo, N. Y.—Persons on relief 
during the balance of this year, here, 
will have to tread lightly on the shoes 
they already have obtained from the 
city and make them last as long as 
they can, judging from a report of the 
City Welfare Bureau for the first six 
months of 1937. When the budget for 
welfare needs was made up, the city 
fathers provided for 100,000 pairs of 
shoes for men, women and children 
with a provision to permit either an 
excess or under number of 25 per cent 
from that figure. 

The report shows that for the first 
six months, the city gave away through 
ten distributors, all shoe retailers, ap- 
proximately 90,000 pairs, with a total 
value of $110,762, leaving at the most 
only 35,000 pairs for the balance of 
the year. This figure does not include 
8000 pairs of special order shoes which 
cost a total of $56,000. Some of the 
women’s shoes sold for as low as $1.20 
and for children 56c. The shoe re- 
tailers who distribute these shoes work 
on a 10 per cent basis. 

The Buffalo Shoe Retailers Associa- 
tion is watching developments for fear 
that the city council may decide to 
distribute the shoes through other than 
the regular retail channels. The as- 
sociation was responsible for the city 
distributing these shoes through shoe 
retailers as the council, at the time 
the need became acute, was consider- 
ing other means of distribution, all of 
which the association pointed out 
would cost more than giving the shoes 
to the needy through regular shoe re- 
tailers. 
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UNISHANK 


BREASTLOCK 
HEEL 


STRENGTH 
SECURITY 
ECONOMY 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE TICKET 
AND/CARD 


A simple, effective design 
in shades of gold and red- 
dish brown on a buff wood- 
grain background. 


FOLL SHOWING 


CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated 
above; or oval base-burnished 

color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures. 


Supplied with annual services. 


~ 
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Everyone Passing 
is a Possible Prospect 
SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy 4nd informative selling messages 

each month for men's, women's, children's shoes, 

women's hosiery store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE} 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


{n popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.08 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 


CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


‘MERCHANDISING AIDS 


fo Price Tickets angle, 


for shoe cartons. Cyclone clips 


Natural View Shoe Holder 


To display shoes as the wearer 
will actually see them on his Peiee............. 


| 

| ("grotto 400 

Recorder Stock Record 

| | Bad 
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PEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
en Choice of forty selling phrases, - 
or blan 


12 dozen (printed or blank) 


SERVICE 


Children’s Shoes and Women’s Hosiery. (Cross out, 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


_ EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
: average size town, suburb or city shopping center. 


STORE Window BULLETIN supplies merchandising and display suggestions 
each mo le 


_ SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 


their merchandising program. | 
PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, | 


supplied free 


SHOW CARD 


h IMPRINTED TICKETS @ 35¢ per fifty, in following 
ons: 3 
STORE NAME 
SSS 


DD SSS SAT 


We sell Men’s, Women’s, 
lines not carried.) We wis 
quantities and denominati 


STREET 


MAPRINTED PRICE TICKETS with prices as wanted, to assure well blended 


im, are 35c per fifty, additional. 


For 


for 


omnvier MONTHLY 
Ne 
Ne. 2 
Me. 3 
Ne. 4 


pay $1.00 


month additional 
each month's service deliv- 


ANNUAL 


Per month. 


-- Per year, payable 


$ 
card holders. 


and agree to return the 


If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 


For this service we will pay 
from foreign subscribers 


cash in advance, full year’s 
service, 5% discount. Checks 
must be drawn on U.- S. 
banks, or include exchange. 


der, we agree tc 


FOR 


ered, 


gy FOR ITSELF «- IN MERCHANTS SERVICE DEPARTMENT 
= 
INCREASED BUSINESS SHOE 


209 5 STATE ST) CHICAGO-ILL: 


4 ; ya Cheek, with order, please, unless C.0.D. preferred 


IMPRINTED 


TICKETS, at 35¢ per fifty, 


CONSi8ting of 

-- card holders (with 

first month’s service), 
additional. 


Cards, and ......... 
blank tickets each month, 


Shell pink 
Design in 


Please enter our order for 
the Recorder “Selling Mes- 
sages,” beginning with 
AUGUST, continuing monthly 
for one year, for Card Service 


No 
the 
ene: 


Page. 
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POSITION WANTED 


Experienced Salesmen 


We have several openings in Mid- 
dle West territories including Ohio, 
Michigan, Illinois and Wisconsin. 
Exceptionally strong line of $3.00 
and $4.00 retailers—women’s sport 
and novelty shoes, all in stock— 
shipped from Chicago. Must have 
following in respective territories. 
Only experienc men need apply: 
Address F-466, care Boot and oe 
Recorder, 209 8. State St., Chicago. 


SALESMAN for the state of Connecticut; 
a complete line of children’s shoes from 
infants to growing girls carried in stock in 
Boston, A_ non-conflicti side line will be 
acceptable. Address F-459, care Boot & Shoe 
ae 239 West 39th Street, New York, 


LESMEN Wanted by MANUFACTURER 

Infants’, Children’s, Misses’ and Growing 
Girls’ Welts and Prewelts. High grade in 
stock and make-up for Michigan, Illinois, Iowa 
and Southwest territories. Must live in his ter- 
ritory. Give full information in first letter, 
age, experience, record, financial requirements, 
etc. Address F-465, care Boot & Shoe Recorder, 
209 So. State St., Chicago, Illinois. 


WANTED Experienced retail shoe salesman— 
department store handling good shoes—Cen- 
tral Wisconsin. Address F-464, care Boot & 
Shoe Recorder, 209 So. State St., Chicago, Ill. 


ALESMAN on women’s novelty re- 
tail trade to handle fast selling shoe acces- 
sories, as side line. Address F-471, care Boot 
239 West 39th Street, New 
ork, N. Y. 


EXPERIENCED Salesmen—Young—lIllinois, 
Michigan, and Wisconsin Territories. Un- 
usual line men’s shoes. Must be acquainted 
with territory. Address F-475, care Boot & 
hoe Recorder, 209 S. State St., Chicago. 


EXPERIENCED shoe salesman wanted for 
the states of Iowa and So. Dakota to carry 
complete general line of shoes for the largest 
wholesale house in Middle West on commission. 
Complete line novelties and staples. Must have 
ear and established following. Man under 40 

eferred. Address F-476, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 


SIDE LINE SALESMEN. Sell the fastest 
selling Arch Support and Heel Cushion in 
the country. Price to retailer 25c per pair Net. 
Liberal commission on original and mail orders. 
Samples carried in your pocket. Box F-463, 
care Boot & Shoe Recorder, 140 Federal St., 
Boston, Mass. 


BUSINESS OPPORTUNITY 


ANTED—Small complete outfit -manufactur- 
ing ‘ladies’ soft sole house slippers. Must 


he cheap. Contact Jerome Frankel, care Edison 
Hotel, New York Gity. 


mum charge, 75 cents. For all 
a box number is desired 
address should be counted. 


The rate for all display classified @dvertisements is 
Classified advertising is payable in advance. 
| ca Advertisements tor this page must be in our New York office on Friday of the week preceding publication. “@e§ 


— 


"THOROUGHLY experienced shoeman, depart- 

ment and store executive, 35, now available. 
Fifteen years of retail shoe experience. Thor- 
oughly familiar with shoe construction, stock 
control, sales promotion and corrective fitting 
of popular-priced or high-grade shoes. At lib- 
erty to locate anywhere. Address F-472, care 
Boot & Shoe Recorder, 239 W. 39th Street, 
New York, N. Y. 


EXPERIENCED Shoeman, christian, 34, 

twelve years’ of diversified shoe experience, 
thoroughly qualified as manager, supervisor 
and personnel director, highly skillful in mer- 
chandising, sales promotion, excellent record for 


WANTED~— Midwestern Department Store— 

City 45,000—Main floor shoe department 
wants buyer. Exceptional future opportunity. 
Address F-474, care S Recorder, 239 
West 39th Street, New York, N. Y. 


WANTED a capable young man, must have 

shoe experience and also act as manager in 
other parts of the store. Apply to Box F-470. 
care Boot & Shoe Recorder, 239 West 39th St.. 
New York City. 


FOR SALE 


efficiency, now employed, wishes ction as 
manager, or assistant to busy executive. Will 
travel if necessary. Highest references fur- 
nished. For further particulars please address 
F-461, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


LINE WANTED 


YOUNG man with large following desires a 

good line of children’s or women’s .shoes for 

Metropolitan Area. Address F-473, care Boot 

S Shoe Recorder. 239 West 39th Street, New 
ork, N. Y. 


ALESMAN with big following of Retailers, 

Jobbers, and Department Stores desires con- 
nection with a manufacturer of men’s shoes for 
greater New York including New York City. 
Address F-469, care, Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


Geop Line Wanted. Salesman with large 
following in the Pacific Northwest is open 
for a Women’s Novelty and Sample line or 
Growing Girls’ and Children’s shoes. 

this territory the past fifteen years. For further 
information address F-467, care Boot & Shoe 
peteeter, 239 West 39th Street, New York, 


LINE WANTED: Salesman—liarge followi 

“ and contacts among leading shoe and lea’ 
findings jobbers, drug chains and jobbers and 
other chain stores in Eastern States. Sold 
shoe polishes. Desires similar or other line 
suitable for above trades. Address F-462, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


WANTED TO LEASE 


WANTED—Shoe Store in medium size East- 

tern City. Turnover $20,000 to $25,000— 
Family trade preferred. Give full particulars, 
Location, Length of Lease, Price, etc. Address 

aga Gans, 547 W. 157th St., New York 
ity. 


WANT to lease shoe department in ladies’ 
_"" specialty shop on a percentage basis in thriv- 
ing southern town fifteen thousand popula- 


tion. Address F-468, Care Boot & Shoe Recorder, 


439 W. 39th Street, New York, N. Y. 


O SETTLE ESTATE—Good will, stock and 

fixtures in old established successful shoe 
store in live western town of twenty thousand. 
Moderate priced basement and exclusive main 
floor department. Good lease. Two doors from 
Woolworth’s. Only reputable firm considered. 
Address F-448, care Boot & Shoe Recorder, 
209 So. State Street, Chicago, fll. 


FOR LEASE 


LADIES’ Shoe store, money maker, St. Peters. 
burg, Florida. Will reduce inventory to 
five thousand, fixtures and lease one thousand. 
This store has made money four years. Thou- 
sand per cent location, outstanding store of city. 
Owner, 2126 S. W. 7th St., Miami, Fla. 


Resume Work Following 


Vacation Period 


NasuHua, N. H.—Following their an- 
nual two weeks’ vacation, the thousands 
of employees of the J. F. McElwain 
Shoe Co. have returned to work in the 
factories here. 

Likewise, operations have been re- 
sumed at the Lake Street plant of the 
International Shoe Co., which shut 
down for the usual vacation period. 


Gable Shoe Co. Purchased 


RayMonpD, N. H.—Announcement has 
been made of the purchase of the busi- 
ness and equipment of the Gable Shoe 
Co. by Felix Kowalski, treasurer of the 
former concern, whose future plans 
have not been definitely determined. 

The factory building is owned by a 


group of Raymond business men. 


CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wahted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


» Classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
words should be added for the address. 


$5.00 an inch with a maximum of 45 words. 


In all other cases each word of the 
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WANTED TO PURCHASE 


SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 


WE BUY 
Entire or Surplus Wholesale and Reta’ 
Stocks. 


ity, Arch’ 
tonians, Stetson, Red Cross, N' 
IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 


Buyers of Surplus Stocks 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New Y. 
Phone WOrth 2-5377 and 5378 


Gives Pay Increase 
to Employees 

CoLumsBus, OHi0—The G. Edwin 
Smith Shoe Co. has granted a pay in- 
crease to its employees which will 
amount to more than $100,000 a year, 
according to Paul M. Smith, vice-presi- 
dent and general manager. 

The increase, which became effective 
July 12, amounts to 5 cents an hour, 
on a 40-hour, 5-day week, and is to be 
given to 1200 employees. 


Named Lee Store Manager 


Gary, IND.—Murray Goldstein has 
been named manager of the new Lee 
Shoe Store which has been opened at 
709 Broadway in Gary. He has been 
with the Reed organization for four 
years and has been transferred from 
Chicago to the new Gary store. More 
than 100 special footwear designs in all 
«colors were presented in the opening of 
the store. Hosiery and handbags are 
«arried’in stock in addition to the foot- 
‘wear. 


Store Owners Unite 
for Shorter Hours 


PATERSON, N. J.—The shoe store 
wners have banded themselves to- 
gether to do away with the long hours 
‘which have been prevalent for so many 
ae They have inserted advertise- 
tents in the local papers and have sent 
ut notices to their customers that here- 
after all shoe stores will be closed at 
‘six o’clock on Tuesday and Wednesday 
evenings. They are asking cooperation 


in an effort to close every evening as . 


soon as they can educate the public up 
to this fact. 


Having a Wonderful Time 
On Ice and Snow 


[CONTINUED FROM PAGE 25] 


boots and have much more hand stitch- 
ing than most American shoes. Double 
weltings, snow excluding tongues, ad- 
justments for tightening the shoe over 
the instep and around the ankle, special 
non-slip, non-stretch laces, wicket hooks 
instead of eyelets to insure closer fit 
over the tongue, are all characteristic 
of these functionally designed shoes. 
Water-proof gabardine caps fitting 
snugly on the head, with back flap to 
protect the neck, and visor to shield 
the eyes, are also endorsed by Birger 
Rund. 

Ski suits are equally well-adapted to 
active use.. Gabardine is the most popu- 
lar material. Jackets are short to go 
with competition length trousers. Some- 
what longer jackets and other types of 
trousers, probably including plus fours, 
are to be made by the same manufac- 
turer, chiefly of snow cloth and some 
in leather mixture, for less strictly ac- 
tive wear, although these are also in- 
tended for active skiing. Jackets have 
big collars, no collars but scarfs, or 
hoods which form collars. There are 
not many of these last. Colors will be 
both dark and gay—navy, black, dark 
green, brown, red, and wine, several 
lighter blues, and a medium gray. The 
leaning is toward dark suits with gay 
touches of color in scarfs, appliques, 
inserts and embroideries. Imported elk 
horn or silver buttons are popular. 
Knitted hats or caps, and gloves com- 
plete the scheme of contrasting colors. 

At Europa House, Mrs. Muriel John- 
stone, formerly ski shop buyer at Saks 
Fifth Avenue, and Mrs. Helen Fried- 
man, who promoted sports apparel by 
Lanz of Salzburg in America, are work- 


' ing with a small group of manufactur- 


ers in developing a line of after-ski 
and dinner clothes as well as active ski 
and skating costumes. In the latter 
group they are planning ski suits of 
gabardine or a new whipcord fabric 
with elastic in it. The trousers are to 
be made in three different lengths. Un- 
dyed woolen stockings will protect the 
legs and ankles. Navy, dark green, a 
sort of French blue, and Austrian or 
medium gray will be the most popular 
and smartest colors. Color contrast will 
be emphasized. The only feminine touch 
will be the blouse. For after-skiing din- 
ners, woolen skirts, slim or flared, will 
be worn. Slacks are for informal loung- 
ing. Skating will be done in skirts, 
longer than last year. High-style and 
functional designs are the character- 
istics of this promotion. 

Active sport to be followed by in- 
formal dining and recreation are the 
two sides of the Winter sport picture. 
A shoe manufacturer has made some 
delightfully informal boots and mocca- 
sin type slip-ons for sliding on at the 
end of the day. ¢ 

As a last encouraging note, if you 
neither ski nor skate, these Winter 
sport suits are ideal for hiking. 


HOTELS 


It's 


comfortably 


in St. Louis 
at hotel 


NOx? 


Tune in your favorite ew 
and enjoy cool, restful comfort in a 
Lennox air-conditioned room. Each 
room with private bath, radio, and 
other refinements. Two air-condi- 
tioned restaurants. 


50% of all rooms, $3.50 or less, 
single; $5.00 or less, double. 


“Downtown At Your Doorstep” 
e 


HOTEL MAYFAIR « ONE BLOCK OVER 
Same Management 


Exclusive Shoe Shop 
Expanding 

SEATTLE, WASH.—A large expansion 
program has recently been launched by 
Thorp’s exclusive shoe store at 1420 
Fifth Avenue, this city. Both the store 
and service to women of Seattle are 
to be enlarged by Mr. Thorp, who 
after many years as an executive with 
Turrell’s, a pioneer shoe establishment 
of Seattle, set up this salon of his own 
on Fifth Avenue. Remarkable response 
and patronage rewarded the efforts of 
Mr. Thorp in these two years which 
has made possible the decision to en- 
large his salon. 

One of the exceptional features of 
the Thorp store has been its interior 
window displays and illuminated niches 
that break the monotony of the walls. 
A series of footwear and accessory 
presentations continue through the 
store from the outside display. Charm 
of the interior is vastly enhanced by 
the mural effects of special showings 
lighted by spotlight. 

Instead of the pasteboard boxes, with 
torn covers, and shelves laden with 
footwear, which type of interior is 
frequently a relic of the “Gay Nine- 
ties” in shoe retailing, the smart, pic- 
turesque interior of the Thorp store, 
whose walls are devoted to live pictures 
of well-displayed footwear, has been 
the basis of many compliments, not 
only by Fifth Avenue shoe shoppers 
but by other retail merchants as well. 
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To Instruct Employees in 
Terms of Ohio Law 


Co_umsBus, OH1I0—Though Ohio’s new 
measure regulating the hours of em- 
ployment of women and minors became 
effective Aug. 19, a four-week educa- 
tional program to acquaint employers 
with the new requirements will be held 
prior to strict enforcement of the mea- 
sure. The bill, which is expected to 
affect every shoe retailer in Ohio, does 
not apply to women over 21 years old 
who hold bona fide executive positions 
earnings more than $35 a week, and 
women over 21 years old working in 
towns of less than 5000 population. 
Other exceptions to the Jaw regard pe- 
riods of emergency, such as fires or 
floods. 

The bill limits the hours of labor for 
boys under 18 and all women to a six- 
day, 48-hour week maximum in mer- 
cantile establishments, including shoe 
stores, and set definite hourly limits to 
working hours. Employees may work 
ten hours a day on Saturdays and on 
days preceding specified national holi- 
days, but must not exceed the 48-hour 
maximum for the week. However, for 
any one week during the first half of 
the year, and any two weeks during the 
second half of the year, the measure 
ailows a 50-hour week durizig which 
employees may work ten hours in any 
one day. This provision was inserted 
to take care of seasonal spurts, such as 
at Christmas and at Easter, but does 
not apply to boys under 16, who may 
not work more than eight hours in any 
single day of the year. 

Employers are required to sign a 


pledge to employ children legally and’ 


comply with provisions of the law. They 
must post a schedule of hours of the 
employment of each employee for each 
week, and must keep a time book or 
written record of hours and wages. No 
employer may induce an employee from 
giving testimony, or penalize any em- 
ployee for testifying. Penalties for vio- 
lations of the measure include fines, im- 
prisonment, or both. 


Plan Joint Convention 


Fort WortH, Tex.—A committee of 
the Southwestern Shoe Travelers’ Asso- 
ciation and the Texas Retailers’ Asso- 
ciation met in Fort Worth Friday, July 
30. They voted to hold their annual 
joint convention on January 9, 10, 11, 
12, 1938, this being the week imme- 
diately following the National Shoe 
Fair which is to be held in Chicago on 
January 38-6, 1938. This gives an op- 
portunity to all exhibitors to attend 
both shows without conflict. 

. These joint conventions of the travel- 

ers and retailers have been held for 
some years past and are among the 
outstanding conventions and _ exhibi- 
tions in the industry. 

The plans are already started for 
the 19388 convention and everything 
points toward a most successful show 
and convention for these two organi- 
zations. wi, 
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BOOTS AND SHOES 


BRAUER BROS. SHOE CO., St. Louis, Mo.... 33, 34 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass............ 52 
ENDICOTT-JOHNSON CORP., Endicott, N. Y............00..00.-55. 4, 5, 9, 10, 11, 12 
FRIEDMAN-SHELBY SHOE CO., St. Louis, 14 
GILBERT SHOE CO., THE, Thiensville, 
GREEN SHOE MFG CO., Boston, Back Cover 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.................... 47 
MRS. DAYS IDEAL BABY SHOE CO., Danvers, Mass... 48 
O'DONNELL SHOE CO., Humboldt, Tenn. 
ROHN SHOE MFG. CO., Milwaukee, Wis... 42 
SERVUS RUBBER COMPANY, Rock Island, Ill., and New York City.................. 37 
SMITH, J. P., SHOE CO., Chicago, 39 
TWEEDIE FOOTWEAR CORP., Jefferson City, 16 
UNITED STATES RUBBER PRODUCTS, INC., New York City................. Front Cover 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Boston, Mass., and New York 43 
HUBSCHMAN, E., & SONS, Philadelphia, Pa.... 2nd Cover 
VAN TASSEL LEATHER CO., Norwich, Conn. 50 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


E. 1. DU PONT DE NEMOURS & CO., INC., Arlington, N. J....... 0.6.6 3rd Cover 
SPAULDING FIBRE CO., No. Rochester, N. 3 
UNITED FAST COLOR EYELET CO., Boston, 44 
UNITED SHOE MACHINERY CORP., Boston, 13, 53 
UNITED STATES RUBBER PRODUCTS, INC., New York City........................ 8 
STORE EQUIPMENT AND FINDINGS 
MISCELLANEOUS 
HOTEL GOVERNOR CLINTON, New York City.......... 40 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass............ .....- 48 
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Yes, Compo Shoes are 

“keeping good company” in the 

Adler Stores, where their success is judged 

entirely by the way they sell. But . . read Mr. Adler’s 

letter yourself. He expresses it better than we ever could. 


Compo Shoe Machinery Corporation, Boston, Massachusetts. 


THE GREAT ADVANTAGES OF CEMENTED SHOES ARE OUE ENTIRELY TO COMPO ENGINEERING. 


AND SHOE Chilton (Ine.), Publication office, Chestnut and 56th Sts., » Pa, Editorial 
West 39th as class matter 23, 1982, at the Post Office in Philadelphia Act of 3. 1879. 
: Subscription price $3.00 per year. Printed in U. 8. A. 
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how about some 


in stoek 


28:31 —Black Suede Four Eyelet Tongue 
Tie, Patent Tip and Eyelet Panel, 1514/8 
Cuban Heel. Widths C, D, EEE. . 


2832—Same in Brown Suede. Widths 


2830—Brown Kid Four Eyelet Tongue 


Tie, Brown Stitched, 1544/8 Cuban Heel. 


Widths C, D, EEE 

2829 —Same in Black Kid, Grey Stitched. 
Widths C, D, EEE 

2833—Black Kid Front Strap, Grey Per- 
foration, Underlay and Stitch, 1544/8 
Cuban Heel. Widths C, D 
2745—Black Kid Gypsy Tie, Grey 
Vamp and Quarter Stitching, 14/8 Rubber 
Tap Heel. Widths B,C,D,EEE . 1.50 


2743—Same with 10/8 Rubber Tap 
Heel. Widths B, C, D, EEE 


2707—Black Kid Nurse’s Oxford, 10/8 
Rubber Tap Heel. Widths B, C, D, 


2708—Same as 2707 in White. Widths 
B, C, D, EEE 


2821 —Black Kid Five Eyelet Tongue 
Tie, Grey Stitched, 14/8 Rubber Tap Heel. 
Widths C, D, EEE 


2823—Brown Kid Four Eyelet Tongue 
Tie, Brown Perforations, Underlay and 
Stitch. Widths C, D, EEE 


2822—Same in Black Kid, Grey Perfo- 
ration, Underlay and Stitch. Widths C, 


2747—Black Kid Four Eyelet Tongue 


Tie, 14/8 Rubber Tap Heel. Widths B, 
C, D, EEE 


2748—Same in Brown Kid. Widths B, 
C, D, EEE 


2749—Same in Black Kid, 10/8 Rubber 
Tap Heel. Widths B,C, D, EEE. 1.50 
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nel Ontuorepic Business. Mr. Retailer? 


One of the most amazing things that has happened in the shoe industry during the past decade has been 
the sudden, great growth of the so-called “orthopedic” market. 


Several factors have contributed to this startling increase: the large-scale entry of women into business; 
ue the vast amount of advertising and promotion work being done by the arch-shoe manufacturer; and the 


el. realization, among women, that foot-health has a direct connection with general health. All these factors 
» are still at work, building increased arch-shoe acceptance every day. 
ue 
nd There are millions of women in America who need arch-type shoes and who know it. But among them 
od are thousands, in every village and community, who cannot afford the luxury-prices placed on orthopedic 
fo- shoes by most manufacturers. 
C, 
50 Endicott Johnson has thrown its vast buying and manufacturing resources into the balance to make a 
ae comfortable, fine-fitting arch-type shoe at a price all women can afford to pay ... and thus offers you a 
B. great opportunity to increase your business by a substantial margin! 
You can cut yourself a healthy slice of the orthopedic business in your community by placing your order 
2 TODAY for a good selection of the Women’s Cempro Health Arch shoes shown here. All are available 
for immediate delivery from stock for early Fall selling. 
ber 
50 How about it, Mr. Retailer? 


—~ — 
THERES AN 7 
| ENDICOTT-JOHNSON | 


(Producl 
FOR 


\ EVERY SHOE STORE 
IN AMERICA 


“ST. LOUIS, MO, 
) NEW YORK CITY 
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PICTURES TELL THE STORY 


HUG 


These two pictures tell “better than a thousand words” the 
tremendous value to shoe manufacturers, shoe rétailers, and the 
public of the new SHUGOR with the sensational REINFORCED 
EDGE. 

Gone are the days of frayed toplines and broken-down, 
shortlived gore that caused dissatisfied customers and many re- 

- turned shoes. A new era is here. The old-type goring is outlawed. 
Thanks to its new patented REINFORCED EDGE, SHUGOR now 
actually outlasts the rest of the shoe. It remains attractive and 
serviceable, and satisfies customers until the rest of the shoe is no 
longer fit for service. 

Modern REINFORCED-EDGE SHUGOR i is a major sqneiotion 
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two unretfouched Microx 


to modern style footwear. Its rapid, wide- 
spread, enthusiastic acceptance is proof it 
was sorely needed. Practically all leading shoe 
manufacturers now use it, and retailers who 
want to eliminate misfits and hcld satisfied 
customers specify it exclusively. 

And remember the REINFORCED 
EDGE is available ONLY IN SHUGOR 
or other brands licensed by SHUGOR. 


SELLS MORE 
SHOES 


Itis our creation. We have been granted letters 
patent by the U. S. Government. We shall pro- 
tect you by preventing infringement by others. 
Why invite trouble with old-type gorings 
when the modern REINFORCED-EDGE SHUGOR 
will insure correct fit, glove-like style appear- 

ance, and lasting satisfaction. 
Write for samples of our new num- 

bers for Spring 1938. 


THOMAS TAYLOR AND SONS 


INCORPORATE 
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PROGRESS 


actoring 


Provides cash when it is 
needed most... increas- 
ing production and sales 
. .. thus effecting an 
expansion of business 
and greater net profits. 


Factors of Progress 


...A GREAT SOLDIER'S 
WIDOW SPONSORED 
THE INVENTION OF 
THE COTTON GIN 


LA 


LI WHITNEY was invited to the Savannah River 

plantation of Mrs. Nathaniel Green. The widow of the 
great Revolutionary hero became tnferested in the young 
inventor's idea to quickly separate the seeds from cotton 
by a hand-operated machine . . . and financed its devel- 
opment. On March 14, 1794, Eli Whitney was granted 
patents on his newly invented cotton gin. This historic 
date marked a new era for the cotton industry of the South 
... which became the world’s greatest producer of cotton. 


CA 


A Fresh Flow of Finance Will Open Many New 
Channels for the Growth of Your Business... 


During 1936 industry utilized over a billion dollars for 
factoring ... @ service, as rendered by United Factors 
Corporation, that contains the best elements of banking. 
The low cost is absorbed in the savings effected. 


Folder S-28 ; an illustrated Series on Historic 
“Factors of Progress’’ sent on request. 


United Factors corroration: 
1412 BROADWAY NEW YORK. N. Y. 
Copyright, 1937, United Factors Corporation 
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‘Important 
notice on 


United States 


Design patent 101,712 anc 
patent 1.922.051 


to shoe retailers and manufacturers: 
I. MILLER announces that the shoe shown at above 
right is covered by U.S. design patent number 101,712. 
Other design patents pending. @ Girdle shoe shown 
-at left patented 1,922,051. e On two shoes shown 
below design patents applied for. @ Notice is hereby 
served that I. Miller intends to protect itself fully on 
its design patents and other patents. Infringements 
will be prosecuted to the full extent of the law. 


: 


